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America’s 6 million golfers make quite a profitab| 

market for golt shoes! Will your brand get its share 

One way to be sure is to add these extra sellith, 

features to your sales story on Men's and Women's golf shoes! @ CANNOT CRACK 


@ SPIKE SOCKETS MOLDED-IN 
DU-FLEX TRU-STANCE GOLF SOLES . soeeiann dee’ 
@ WEARER NEVER FEELS SPIKES 


@ NO PROTECTIVE MID-SOLE REQUIRED 





WRITE FOR SAMPLES AND MANUFACTURING DETAILS 


AVON SOLE COMPANY ¢ AVON, MASSACHUSETTS 
FOR FORTY-THREE YEARS SPECIALISTS IN FINE SOLE MATERIALS 
MAKERS OF AVONITE, DU-FLEX AVONITE AND CUSH-N-CREPE SOLES 





ADVERTISED IN... 






not on all shoes... just the best ones 











in Flat Toe Lasting 


DVEN Cements 


schedules, a tack period that extends 
over week-ends and sufficient 


TES 


strength of bond to grip and hold 
firmly against “fight” of lasted over 
materials, Applied by spraying for 








‘ for use with automatic toe lasting ma- volume production. The Be Be line 
chines. This cement was developed to —of cements is designed to take care 
meet the special requirements of of general shoemaking operations. 
cement toe lasting — a drying Your United representative is 
time for fast moving factory ready to help you. 
4 BE BE BOND solven: types 


BE BE TEX latex types 


Products of B. B. Chemical Company 
UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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America’s 6 million golfers make quite a profitable 


market for golf shoes! Will your brand get its share? 
One way to be sure is to add these extra selling caeeaneel 


features to your sales story on Men's and Women's golf shoes! CANNOT CRACK 


SPIKE SOCKETS MOLDED-IN 
DU-FLEX TRU-STANCE GOLF SOLES 

SPIKES STAY STRAIGHT 

WEARER NEVER FEELS SPIKES 


NO PROTECTIVE MID-SOLE REQUIRED 


WRITE FOR SAMPLES AND MANUFACTURING DETAILS 


AVON SOLE COMPANY @ AVON, MASSACHUSETTS 
FOR FORTY-THREE YEARS SPECIALISTS IN FINE SOLE MATERIALS 
MAKERS OF AVONITE, DU-FLEX AVONITE AND CUSH-N-CREPE SOLES 


not on all shoes... just the best ones 


ADVERTISED IN... 
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For real efficiency in Flat Toe Lasting 


ue VOB-PROVE N Cements 


Be Be Cements for toe lasting are 
Job-Proven. They have been tested 
and used under a wide variety of 
conditions. 

Take, for example, Be Be Tex #810 
for use with automatic toe lasting ma- 
chines. This cement was developed to 

meet the special requirements of 

cement toe lasting — a drying 
time for fast moving factory 


schedules, a tack period that extends 
over week-ends and sufficient 
strength of bond to grip and hold 
firmly against “fight” of lasted over 
materials. Applied by spraying for 
volume production. The Be Be line 
of cements is designed to take care 
of general shoemaking operations. 
Your United representative is 


ready to help you. 


BE BE BOND solvent types 
BE BE TEX latex types 


Products of B. B. Cheniicel Company 
UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Pele n 1O THIS! 


Shoes make painless dentistry: Green 
shoes, yellow trousers, pastel sport 
shirt. 
dentist Roy M. Wolf dresses for work. 
Says it's good psychology. Kids as 
sociate white-attired dentists with 
doctors who give them needle shots 
and funny-tasting medicine. So the 
kids arent frightened of the dentist 
in bright-colored clothing. The doc 
tor's two women assistants are in the 
act, too: light blue shoes, blue jump- 
ers, pastel blouses. 


Testimonial for leather: Scientists 
just unearthed two bodies, man and 
woman, buried in a German peat bog 
for the past 2,000 years. The bones 
were practically disintegrated. But 
the leathery skin, ‘‘tanned’’ a reddish 
brown due to long immersion in the 
acid swamp land, was intact and in 
excellent condition. 


Cool feet, cool head? Maybe that's 
what Winston Churchill had in mind 
during the recent Bermuda meeting 
of the U, S., France and England. 
Winnie, shortly after arrival, went 
down to the ocean's edge, removed 
his shoes and dunked his bare feet in 
the water while talking over plans 
with subordinates. 


That's how St. Louis children's 


ALL LEATHER ENSEMBLE designed 

by Michael Sherard, one of London's 

top 10 couturiers, features long coat 

in green with matching slim skirt con- 

trasting in color with ruby suede 

blouse. Hat, gloves, shoes and flow- 
ers are all of leather. 


The heels have it: In Java there's an 
ancient custom which permits a man 
automatic divorce simply by conking 
his wife on the head with a shoe. 
Note these modern yet unchanging 
times: Actress Kay Williams, wife of 
sugar heir Adolph Spreckles II, won 
a divorce on the claim that Adolph 
knocked her cold with her own jew 
eled slipper. And Egyptian tummy 
shaker Samia, likewise just won a di 
vorce from Texas oil heir, Sheppard 
Abdullah King, on the claim that 
he rapped her on the head with the 
heel of a shoe. It's been a big year 


for heels. 


Personality footwear: We liked this 
unique line in a recent ad of Made- 
A pump that's al- 
most a sandal. It's more you than 
Getting down to the bare 


moiselle Shoes: 


shoe. 
facts. 


Gobbler to cobbler: Report out of 
red-satellite Hungary is that shoe 
makers there, desperate for leather 
are making shoes out of tanned tur 
key skin, according to the Commie 
newspaper Esti Budapest. Looks like 
the Commies prefer to walk turkey 
than talk turkey. 
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EDITORIAL 





Not Purchasing Power But 
Consuming Power Holds The 
Answer To Prosperity. 





The Ability To Buy Doesn't Necessarily 


Translate Itself Into Actual 


\ 

SomErHING has happened to the 
“rugged individualism” which was 
once the proud boast of the American 
businessman. It seems that there has 
been a steady simmering down of 
this trait from a solid to a fluid state 

where it flows in this direction, 
then that, at the will of some current 
economic tide. 

Take, for example, this current 
economic god we've called “purchas- 
ing power.” We've come to believe 
that if there’s wholesome consumer 
purchasing power we automatically 
have wholesome business and if 
there’s low purchasing power, then 
business slumps on its buttox. 

Most businessmen and _ perhaps 
most economists, along with the pub- 
lic, have come to accept that theme 
as gospel. But frankly, we think 
that’s a fable. But what disturbs us 
is that most people continue to be- 
lieve that that fairy tale is a true 
story. 

Well, it isn’t. And if we don’t start 
taking a realistic view of that fable 
of the power of purchasing power, 
we may find ourselves a soggy lump 
floating in the soup. 


The fallacy of purchasing 
power as the guiding star of our 
economy is very simply illustrated by 
the fact that we can have—and have 
had business slumps in periods 
when consumer purchasing power 
was at record high levels. 

Take, for instance, a very recent 
one—the slump of 1951-52. Almost 
a full year of it, from spring of 751] 
to spring of 52. After a crazy spend- 
ing spree of months, inspired by the 
Korean war and consequent scare- 
buying, the consumer abruptly pulled 
out of the market, stashed his cash 
in the bank and stayed home while 
business boiled in an inventory stew 
of its own making. 
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Buying 


According to the economic law of 
the power of purchasing power ac- 
cepted by business, a slump was im- 
possible. Yet it happened. 

The real fallacy is simply this: be- 
cause people have it to spend doesn’t 
mean that they spend it. Purchasing 
power cannot automatically be trans- 
lated into actual purchasing. 

In the 1951-52 slump, purchasing 
power simply went into savings 
(which rose to near-record levels) 
instead of goods. It was the same 
“power” to purchase, only it didn’t 
go to market. It’s like saying that 
because you're married your wife 
loves you. It ain’t necessarily so. 


It's time for a drastic turn- 
about on this fallacious philosophy. 
The year ahead is going to give the 
“law” of purchasing power a real 
shakedown to its realistic position in 
the economic pattern. Everybody 
agrees that it’s going to be the year 
of the “hard sell.” The purchasing 
power will be therein high earnings 
and high savings. But whether it will 
be lured out of its nesting place will 
be the real test of modern business 
management. 

And that brings us to the climax of 
this matter. The real governing force 
as to whether business will be good, 
mediocre or poor is not the avail- 
ability of purchasing power, but the 
ability of business to convert that 
purchasing power into consuming 
power. 

A prominent speaker uses the 
theme, “Nothing happens until some- 
body sells something.” The under- 
lying power of our whole economy 
lies in that simple statement, a stu- 
pendous truth. All our technical 
know-how, our vast production facili- 
ties, our high employment and wages, 
our purchasing power all mean 
nothing until the buyer buys and the 
consumer consumes, 
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Selling has become more than 
an instrument to survive and succeed 
in business. It is the vital blood- 
stream of our economy. It is the 
American economic way of life. Fail 
to constantly enlarge the consumer's 
appetite for more and better goods, 
and the economy, the American way 
of life, starts to sag. 

Forgetting the fancy phrases and 
down to meat and potatoes, it’s like 
this. We proudly boast about our 
high standard of living. Well, a 
“standard of living” is simply the 
measure of goods bought, owned and 
used by the consumer. The more he 
buys and consumes, the higher the 
living standard, and vice versa. 

“Buy” is the cart and “sell” is the 
horse. You can’t make the cart roll 
until the horse trots, 


That’s what we mean by the 
need for a fresh economic philosophy 

the due recognition of consuming 
power, not purchasing power, as the 
master key to any prosperity in front 
of us. A man has the purchasing 
power to buy three pairs of shoes a 
year. But if he buys and consumes 
only two pairs, the answer obviously 
isn’t purchasing power but lack of 
selling power — the failure to make 
the most of consuming power. 

Our boast about our technical 
know-how and ability to produce is 
another fallacy. Our shoe industry 
can produce 700-800 million pairs a 
year, but it’s able to sell only 500 
million. It has been the shortcoming 
of many among us to believe that we 
can consume only three pairs each a 
year. 

This makes one thing obvious. If 
we can produce far more than we can 
sell, then we ought to strengthen our 
selling capacity to bring it closer to 
And in so en- 
larging consumption power we en- 
large living standards—-for our own 
prosperity and that of the nation. 


production capacity. 


The whole history of mankind 
The rise of 
empires or nations has been in ratio 
to their power to sell and to inspire 
higher and higher consumption of 


is written in economics. 


goods, 
Successful is simply the 
point reached when a consumer be- 
lieves the article offered is worth 
more than the money in his posses 
sion. The power of selling deter 


selling 


mines the degree of consumption 
and that in turn determines the true 
living standard and prosperity of any 
nation, any industry. 


Reprints at nominal costa: Up to 100, 10¢ 
each; 200-500, Se each; 1000-3000, 2146 each; 


000 or over, 14 each 
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Shoe and leather executives confident of healthy 1954 business 


. .» New shoe buying pattern — buying by "items"? . . . Should 


government give price supports to hides? 


Now with the “predictions” for 1954 all 
in, what’s the outlook for the industry? Whole sit- 
uation can be lumped in simple statement: shoe and leather 
industry feels confident. Industry experts and spokesmen, 
plus consensus of industry executives, believe that it’s going 
to be a 500-million-pair year. That's a healthy level. . . 
and it contains much of the answer on outlook for sales, 
employment and other basic factors. 


First half of year expected to be “fair,” but with 
strong pickup in second half. Doesn't mean a slow first 
half but merely a relative slowdown from fast pace of first 
three-quarters of 1953. Like most industries, our own in 
for mild readjustment, But almost all industries expecting 
strong comeback of activity about midyear when “readjust- 
ment’ period of first half has been completed. According 
to some, second half pickup may signal start of push toward 
new high in economic plateau. 


State of retail shoe inventories most encouraging. 
Leather And Shoes poll of over 1,000 volume shoe outlets 
(chains, department stores and wholesalers) shows 62% 
saying their inventories are normal or below normal. The 
38% reporting “above normal” inventories cite their stocks 
as being only 5-8% higher than needs. Even these, how- 
ever, being rapidly shaved. As a whole, the shoe inventory 
icture looks good, spells need for healthy replacement 
swe sca ahead. 


a Many alert shoe men have noticed it— 
retailers buying more by individual items, less by 
lines. This may be establishing itself as important shift 
in whole retail buying pattern—buying on a more “selec- 
tive” basis. Interesting to note that same pattern is being 
felt in other branches of apparel industry. 


Various reasons for this. With stiffening competition, 
merchandising techniques highly sharpened. Retailers feel 
they need “special items” to attract new customers, main- 
tain traffic, sustain customer interest with a constant turn- 
over of “something new.” Also, streamlining of produc- 
tion enables plants to deliver single-item orders almost 
immediately. 


The “trend” has been in process over past several 
years — retailers buying closer to season . . . buying 
smaller amounts but with more frequent ordering. Now 
sharpened even more with buying by single items—a single 
“hot” shoe that can be instantly promoted, sold out, and in 
comes another item to take its place and go through same 
procedure. 
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This doesn’t at all mean elimination of buying by 
lines, the conventional pattern. It signifies a new, supple- 
mentary type of buying by items. Signifies, too, intensify- 
ing of whole merchandising pitch by manufacturers, retail- 
ers, to come up with new ideas, the “fast” items, to fit into 
quickened merchandising pace. 


4 ’ : 

Should the government support hide 
prices as it does certain agricultural and other 
commodities? The proposal of hide man Charles A. 
Weil (see L&S, Dec. 26, 1953) has aroused varied com- 
ment within the industry. Early consensus is divided, 
strongly pro or con. Proposal has many attractive features. 
But what are some of objections voiced by other industry 
members? 


Chief argument comes from shoe men—that con- 
sumers will have to pay the freight in terms of higher 
shoe prices as result of hide prices (and consequently 
leather prices) being above their “free market” levels. Same 
as happens with other government-supported commodities. 


Shoe men say that shoes are too “price-sensitive” 
to be latched to materials having government props, such 
as hides. Consumer can switch from higher priced butter 
to margarine, for example. But in case of shoes the only 
switch would be to reduce purchases. 


Some leather men say government supports for 
hides might open door for synthetics even more, 
Low-priced hides on free market, they say, enables leather 
to compete with synthetics at “realistic” price levels. 


Others say they’re opposed to idea on “principle.” 
As one pointed out, “A commodity linked to government 
supports is admission that it can’t face competition in a 
free-market world. Margarine is giving butter a licking. 
Should the consumer be forced to support the ‘weak sister’ 
commodities?” Others citing this matter of “principle” 
feel that hides, by seeking government price props, would 
be furthering the trend toward undermining of the free- 
market basis that has been the underpinning of the 
American economy. 


While most industry executives agree with the 
points cited by Weil, some feel that other impor- 
tant points (such as mentioned above) were by-passed. 
Feeling is that while supports would be aid to hide industry 
they would not necessarily be favorable for leather and shoe 
industry—and hence, in the long run, not favorable to the 
hide industry itself. 
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¢ Call Us Any Time for the Shoe Linings You Need— 


PEPPERELL 
carries the most complete stock 
of SHOE LININGS on the market! 





No Matter 
What Kind of Shoe 
Linings You Need 
— Pepperell 
Has Them For You 
When You Want Them! 


oe PEPPERELL MANUFACTURING COMPANY 


Just phone: Shoe Fabric 
‘ Division MAIN OFFICE: 160 State Street, Boston 2, Mass. 
of Offices : 2018 Washington Ave., Room 803, St. Louis 3, Missouri; 1225 North Water St., Milwaukee 2, Wisconsin = 
920 Federal Reserve Bank Building, 4h and Race Sts., Cincinnati 2, Ohio; 1528 Gillingham St., Phila, 24, Pa. 
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The NEW 











NOW...GET BETTER, EASIER, 
FASTER WORK .. + «@ « 
For shoes which are to have uniform sole 
edge extensions, the improved design and 
smoother operation of the new WM 
Rough Rounding Machine — Model B 
means work of uniformly high quality, in- 
creased production, and greatly reduced 
operator fatigue. 


IMPORTANT FEATURES ARE: 
e Higher speed — increased production. 


© Internal splash lubrication system re- 
duces parts wear to minimum. 


© Positive clamp feed — no tendency to 





back feed — handles materials of any type 
up to 48 irons in thickness. 


e Auxiliary feed roll — sets up surplus 
stock for a clean, sure cut. 


e Positive control of knife motion — no 
tendency to ‘‘lash’’ or over-run; much less 
need for sharpening. 

e Balanced crankshaft — extremely quiet, 
smooth operation with sharp reduction in 
operator fatigue. 

e Easily adjusted crease guide— changes in 
extension quickly set. 


Contact your United branch for additional 
details. 


United Shoe Machinery Corporation 


BOSTON 


MASSACHUSETTS 
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WASHINGTON READY TO OPEN GUNS? 





Shoe And Leather Executives 
Gear For New “New Deal” 


Government Expected To Start Ball Rolling 
On Many Programs Close To The Industry's Heart 


Despite the growing trend toward 
less and less government in business, 
U. S. leather and shoe executives will 
do well to keep an ear close to the 
ground for Washington doings in the 
coming year. 

The White House, Congress and 
the various government agencies will 
be making a number of decisions, 
taking sundry actions which through- 
out the next 12 months may prove of 
vital importance to the industry. 

For one thing, the Eisenhower ad- 
ministration has spent most of the 
past year "feeling its way" through 
the morass of problems and legisla- 
tion which inevitably faces a newly- 
elected administration. Now enter- 
ing his second year of office, Presi- 
dent Eisenhower appears not only 
ready but actually determined to put 
over at least part of his program. The 
result can have far-reaching effects 
upon the shoe industry. 

Part of the Eisenhower program will 
be new. A good deal of it is already 
in the works. Because of its very size 
and scope, the average businessman 
may have trouble keeping up with it. 
For this reason, LEATHER AND 
SHOES has undertaken to provide a 
needed guidepost. The following are 
some of the more important areas of 
government which leather and shoe 
executives would do well to watch: 

Taxes are going down, both for 
corporations and individuals, but 
there’s a drive on for a sales tax 
at the manufacturer’s level, at, among 
things, manufacturing 

The sales tax faces an uphill 


other shoe 


plants. 
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fight, but the threat is real. If it gets 
anywhere, a sharp cut in the luggage 
excise of 20 percent is sure. 

The direction of tariffs, under 
present sentiment in Congress is up- 
ward and this may mean changes in 
the duties on imports of shoes and 
other finished leather goods. Maybe 
they won’t go up much, but up is the 
direction, and the decision will be 
known after Congress finishes with 
the bili to extend the Reciprocal 
Trade Agreements Act beyond its 
present deadline of next June. 


Antitrust activity is an area to 
watch closely, for a number of attor- 
neys both in the Justice Department 
and the Federal Trade Commission 
are fretting about mergers in the 
shoe manufacturing industry. The 
government’s initial victory in the 
case of the United Shoe Machinery 
Corp. may whet the appetite for 
more. The bright side is that federal 
trust busters are now ready to talk 
over industry plans for merger and 
other actions in advance, in contrast 
to the policy of previous administra- 
tions. 

The Federal Trade Commis- 
sion talks of getting tough in enfore- 
ing cease and desist orders against 
all industry, including some persons 
in the shoe industry. Chiefly, adver- 
tising has been in the limelight. The 
FTC, historically with little real 
power, may try to win more coop- 
eration from industry in carrying 
out its orders, and may emphasize 
work through committees of the in- 


LEATHER and SHOES 


dustry. The industry should look 


into this. 


The Defense Department will 
be buying fewer shoes, and surely 
well below 10 million pairs. A 
smaller armed force is certain, and 
there will be plenty of economy talk, 
trying to make what money is appro- 
priated go further. Industry commit- 
tees are being called to meet with the 
military, work for standardization, 
simpler lasts, ete., but the military 
will have to treat the committees with 
more respect if it hopes this effort at 
cooperation to go far. 


The bets are the foreign aid pro- 
gram will be kept going by the 
U. S. Congress, after its expiration 
next June, but the funds may be cur- 
tailed. The Foreign Operations Ad- 
ministration has been financing the 
export of hides and skins from the 
U. S. to European countries, but 
there'll be less and less of this. The 
reason is that Europe is in better 
shape than in any of the past years 
for its supply of rawstock. 


The case of United Shoe Ma- 
chinery Corp., itself, now appealed 
to the U. S. Supreme Court, appears 
headed for a final court settlement 
during the coming year. One of the 
most important antitrust cases in the 
eyes of the Department of Justice, 
the outcome is of vast importance 
to the shoe manufacturing industry. 


Export Controls are in. effect, 
still, over hides and skins, and a 
variety of other commodities with 
the two-fold purpose of barring vital 
exports to the Soviet orbit, and to 
protect supply for U. S. industry. 
The present act goes on until the mid- 
dle of 1955, but there is a sentiment 
in Congress to look into operations 
soon, and amend, if not scrap, the 


present act. 


Chances are dim for any major 
the Taft-Hartley Act, 
industry-labor rela- 
inter- 


changes in 
which 
tions, but 


governs 
another field of 





est lies in the government crackdown 
on Communist labor leaders. Ben 
Gold, president of the International 
Fur and Leather Workers, is under 
indictment for perjury about his 
Communist affiliations. 


If Gold is found guilty, he faces 
fines and imprisonment; but more 
important to the thousands of mem- 
bers of the union, and the shoe and 
leather industry, he also might be 
ousted from his union post. Thus, if 
Gold were to remain in the post, after 
an indictment, the union would be 
barred from all services of the Na- 
tional Labor Relations Board. 


The drive is on to speed up 
issuance of monthly statistics on 
shoe production, factory shipments, 
etc., from the Census Bureau. An in- 
dustry committee, of which Merrill 
A, Watson of the National Shoe Man- 
ufacturers Association, is a member, 
is helping Census. The speed-up may 
come by leaving out some statistics, 
or further use of sampling technique, 
and the industry is watching closely 
to see that it gains more than it loses. 


A series of studies in government 
on quebracho substitutes, suitable for 
tanning leather, are under way, but 
whether any will come up with a suit- 
able substitute is to be seen. 


More rejuggling of postal and 
parcel post rates is likely, with most 
of any changes pointing upwards. 
Any increases, however, will be made 
over terrific opposition, and will be 


MID-STATES SHOE SOLD 





Company Stock 
To Investment Firm 


The Mid-States Shoe Co., Milwau- 
kee producers of highgrade and 
medium-priced welts, is in the process 
of completing negotiations for sale 
of all its capital stock to a Chicago 
investment firm. 


According to Mid-States officials, 
“The company is not being sold to 
another shoe manufacturing firm. 
The investment firm has simply 
bought out our stock, They have 
told us that they are not acting as 
a ‘front’ for another shoe manufac- 
turer, and that it is strictly an invest- 


far less than government officials 
recommend, 

The outlook is for plenty of hides 
and skins at fair prices, but this de- 
pends upon market conditions this 
year, in contrast to past years, when 
the government held price control 
and allocation powers. 


The industry’s chief point of 
contact, as in past year’s, lies with 
Julius G. Schnitzer, director of the 
leather and allied products division 
of the Department of Commerce. 

The division’s program for the 
year ahead calls for emphasis on 
sales, and more sales, as the industry 
enters an era of relative balance be- 
tween supply and demand for foot- 
wear and leather products. Balance 
at a high level of production is what 
the government is after. A series of 
studies, reports, industry committee 
meetings, and a Feb.-March leather 
products shoe in the Commerce De- 
partment are among a few plans, 

How does this compare with past 
years? 

It is different. 

Starting with 1942, the industry 
has faced many years with a variety 
of controls including shoe rationing, 
price and wage controls, allocations 
of hides and skins to tanners. The 
years 1946 through 1950 were rela- 
tively free of government controls, 
but then came the Korean war years. 
At this moment, the industry is fac- 
ing the second successive year in 
which direct controls 
promise to be slim. 


government 


ment proposition for themselves. We 
have also been informed that no 
changes will be made in the person- 
nel or operations of our present 
setup.” 


The capital stock is owned by Mid- 
States officials and others. Negotia- 
tions are expected to be completed 
“around the first part of February,” 
stated the company. 


It had been rumored that such 
firms as International Shoe, McEl- 
wain and General Shoe had_ been 
negotiating to purchase Mid-States. 
However, officials of the latter firm 
stated firmly that there was no truth 
to these reports, 


Mid-States owns and operates five 
Wisconsin shoe factories at Milwau- 
kee, Waterloo, Fox Lake, Watertown 
and Waupun. 
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HELPING DISABLED FEET 





New Shoemaking 
Techniques Seen 


New York Conference set for Jan. || 
with 100 exhibits plus medical parley 


An exhibition of new techniques in 
making custom shoes for foot- 
disabled persons is to be held Janu- 
ary || at the Waldorf Astoria Hotel, 
New York, sponsored by the Foot- 
So-Port Shoe Co. (formerly Health 
Spot Shoe) of Oconomowoc, Wis. 
Demonstrations of these techniques 
will be shown in a display of over 
100 case history exhibits of foot and 
shoe problems and their solutions. 

A new, revolutionary development 
in the casting, measuring. fitting and 
making of custom shoes for troubled 
and disabled feet, on a factory mass- 
production basis, will be exhibited 
for the first time in the history of 
the shoe manufacturing industry. 

G. E. Musebeck, president of Foot- 
So-Port Shoe Co., is sponsoring a 
“National Foot and Shoe Conference 
on Crippled, Disabled and Excep- 
tional Foot Problems in America.” 
The purpose is also to discuss and 
exchange ideas with invited medical, 
vocational, welfare, health and shoe 
industry groups on solving the prob- 
lems of the foot-disabled. 

According to Musebeck, the 
Conference “marks the culmination 
of 25 years of effort to finally meet 
our part of the reponsibility in eco- 
nomically making custom shoes for 
these persons. ... It is our earnest 
desire to freely share our findings 
with the medical profession and the 
shoe industry, for the benefit of pub- 
lic health.” 

The new techniques for making 
custom shoes for disabled feet on a 
factory mass-production basis are 
beyond the experimental 
Trained technicians are now located 
in Foot-So-Port Shoe Stores in 168 
principal cities. 

Following a luncheon, a round 
table discussion on how interested 
groups can best collaborate in aiding 
persons with disabled feet will be 
held. The company reports that 
through its new techniques it has 
been able to reduce the price of these 
custom shoes by 50 to 65 percent of 
customary prices for these special 
shoes. In addition, says the firm, the 
end product looks better by diminish- 
ing the conspicuousness of foot de- 
formities. 


stage. 
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BREAK-EVEN POINTS 





Study Shows Applications For 
Shoe And Leather Plants 


First Of Three Cost Analysis Reports By 
New England Shoe And Leather Association 


The New England Shoe & Leather 
Association has prepared for its 
members an analysis of break-even 
points as an important tool in man- 
agement control and company profits, 
It plans to present three articles on 
this subject, of which this is the first. 


To figure break-even points you 
need to establish the relationships 
between costs, income and output. 
The first step is to determine your 
costs or expenses at various levels of 
output. The most frequently used 
measures of output are (1) dollar 
sales, or (2) percent of plant capac- 
ity that the company can be expected 
to reasonably sell. 

The dollar sales measure is used 
most when more than one type of 
product is made and sold. The plant 
capacity measure is more adaptable 
to operations where only one product 
is produced, The development of cost 
data should include the segregation 
of costs. This is an accounting 
method which breaks down costs into 
various categories such as direct and 
indirect labor, maintenance, depre- 
ciation, supplies, etc. Sales and ad- 
ministrative expenses are likewise 
broken down. 

A good place to start assembling 
data is to determine the factors which 
create and regulate the various costs. 
These usually can be broken down 
into accepted expense categories as 
follows: (1) variable expenses ; (2) 
semi-variable expenses; (3) fixed 
expenses, 

Variable expenses are those which 
vary directly with sales volume, such 
as direct labor and direct materials. 

Semi-variable expenses are those 
which tend to fluctuate, but which 
don’t vary in direct proportion to 
sales volume — such as supervision 
of labor; machine and plant mainte- 
nance; executive, general and ad- 
ministrative salaries; promotional 
and research expenses. You can’t use 
such expenses in finding a_break- 
even point. They must each be broken 
down into “fixed” and “variable” 
segments. This requires experience 
and judgment. 
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Fixed expenses are those that re- 
main constant regardless of sales vol- 
ume, such as certain taxes, deprecia- 
tion charges, interest, insurance, ete. 


Historical records, While it’s de- 
sirable to forecast your sales volume 
and sales costs for the year ahead, 
its also wise to check these with 
actual operating results of previous 
years. Take into consideration any 
factors known to have changed. For 
instance, the selling prices, wages, or 
costs of materials, 

The most practical approach to 


figuring the break-even point is 
through your past profit - and - loss 
statements. While it’s not always the 
most accurate, it’s usually precise 
enough for planning. It spotlights 
the danger points so that corrective 
action can be indicated promptly, 
The break-even point established by 
this method can be used both as a 
guide in setting policies relating to 
changes in pricing and product, and 
as a guide for planning future plant 
expansion, 


Below the 
(example 


Getting the figures. 
profit-and-loss | statement 
illustrated below) you'll see a break- 
down of information extracted from 
the statement and later to be used in 
preparing the break-even chart. The 
information for this chart assumes, 
for this particular illustration, that 
33 percent of the factory overhead 
and 60 percent of the sales expenses 
are variable. (In your own situation 
these percentages would probably be 
different.) The following figures are 
presented as they frequently appear 


on financial statements: 


Company “A,” Year Ending December 31, 1952 
(all figures in millions of dollars) 


Total Sales 

Cost of goods sold 

Selling expense 

General and administrative expenses 
Total expense 


Net profit (before taxes) 


$10.0 


9.0 


$1.0 


The various expenses, broken down into fixed and variable clements, will then look 


like chis: 


Elements 


Direct labor 

Direct materials 

Factory overhead 

Sales expense 

General and administrative expenses 


Total 


Variable 
Expense 


Fixed Expense 
($ millions) 


$2. 

De 

0. 

0. 

0.9 0 


$2.5 $6 


(Note: The next report on break-even points will show how to use the above data 


to construct a break-even point chart.) 





Misused Leather Terms 


The National Better Business Bu- 
reau, Inc.. has issued notice that a 
number of non-leather articles are 
being advertised and sold under 
names suggesting that these articles 
are genuine leather. 

Typical examples, says the Bureau, 
include such terms as Durahide, 
Kidette, Leathartone, Leather-Tone. 
Leathery, Leathercrest, 
Leather Look, and Capehide. 

“Although some of the advertise- 
ments noted have qualified the trade 
names as designating a vynil plastic 


Genuine 
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lamonite, some have not. In either 
case,” states the Bureau, “we con 
sider the use of leather terms im- 
proper in the description of non- 


leather articles.” 


The Bureau declares that such 
terms “tend to mislead the credulous 
into believing that the plastic ma 
terial is leather.” The Bureau has 
recommended to all advertisers and 
advertising agencies that the un- 
warranted use of leather terms be 
ivoided in labeling, branding and 


description of non-leather goods, 





TECHNOLOGY FOR THE COMMON MAN 





New Sales Pitch For Shoe 
Advertising Holds Real Promise 


The old sales pitches in shoe adver- 
tising are running dry. Comfort, 
quality, price, fit, style, etc.—they’'re 
still bread-and-butter themes, but no 
longer arouse public response to the 
point of buying action. 

But now comes a fresh shoe adver- 
tising theme: technology for the com- 
mon man. The "inside workings’ of 
the parts of the shoe are explained, 
related to the shoe's performance 
values. "Quality" takes on a graphic 
and realistic meaning. The shoe 
comes alive, meaningful. Public inter- 
est is refreshed, activated. 

Other industries are reporting 
great success with the new 8 he 
It's fine for shoes, too. 


One of the most significant trends 
in modern merchandising is the con- 
sumer demand for factual and tan- 
gible information. It is having a 
powerful influence in consumer ad- 
vertising an influence that is ex- 
pected to grow rapidly. 

The trite generalities that are com- 
mon to much of today’s advertising 
have become so hackneyed that con- 
sumers have become unresponsive, 
even resistant. A fresh sales pitch is 
needed, And those who are using it 
are reporting excellent consumer 
response, 

This fresh pitch might be called 
“technology for the common man.” 
It holds wonderful opportunities for 
national or local shoe advertising. 

One of the most effective users of 
this new form of advertising and mer- 
chandising is the Ford Motor Co. 
For example, in the three-minute 
commercial portions of its TV pro- 
grams one of Ford’s engineers de- 
scribes some particular part of the 
motor and how it works. The starter 
mechanism, for example. He shows 
what the real thing looks like, how 
it works, the role it plays in efficient 
car operation, etc, All this “technol- 
ogy” is done briefly in simple, clear 
languege so that any housewife un- 
derstands it. 

Ford and others utilizing the new 
“technical” pitch are reporting ex- 
cellent response and consumer inter- 
est——far above that received from the 
“old” presentations that talked about, 
for example, smooth riding, comfort, 
styling, etc. These “bread-and-butter” 
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items are still part of the picture, but 
only to supplement the new “techni- 
cal” pitch, 

What about shoe advertising? 
Take a look at the magazine ads, for 
instance. The same old story .. . the 
same old terms: fit, comfort, quality, 
price, style, etc. All important, of 
course. But how long can these same 
themes continue to play the leading 
roles and continue to be effective in 
terms of real consumer interest? 

A fresh slant in shoe advertising is 
the utilization of “shoe technology” 
used in the same manner as in other 
products or fields. You select a single 
theme; say thread and_ stitching. 
Comes an explanation of the differ- 
ences in threads . . . the number of 
stitches per inch .. . the engineering 
in structure required to take the vari- 
ous stresses on the shoe and threads 
in walking or in resisting weather 
elements. 

Thus the thread and stitching in 
a shoe suddenly become meaningful, 
something brought to life, to the con- 
sumer. For the first time the con- 
sumer begins to understand some- 
thing about the technical and internal 
workings of the shoe-——and more spe- 
cifically, about the workings of thread 
and stitching. 

Any number of topics can be se- 
lected, wrapped up in a brief, simpli- 
fied presentation of “shoe technol- 
ogy.” For example: 

The number of different operations 
required to make a shoe. 

Explanation of a shoe construction 
(welt, cement, stitchdown, etc.). 

The lasting operation. 

The different materials in a shoe 
(leather, rubber, cotton, nylon, wood, 
cork, steel, chemicals, plastics, etc.). 

Shoe linings. 

Structure of the insole and its role 
in shoe performance. 

How shoe sizes are determined. 

What makes flexibility in a shoe. 

How lasts are designed for foot 
comfort, fit, style, ete. 

Toe spring what it is, why it’s 
used. 

Heel pitch 
ployed. 

The shankpiece 
tion, etc. 


what it is, why em- 


its design, func- 
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Those are but a handful of ex- 
amples, of course. However, this 
story of shoe technology is linked 
with the basic sales pitch. When the 
technical story has been told, then 
there is a direct tie-in with the ad- 
vertised shoe. For instance, the shoe 
utilizes certain quality threads ap- 
plied in a certain way to give maxi- 
mum performance. 


The result? The much-abused 
term “‘quality’’ now takes on a 
graphic and realistic meaning. Qual- 
ity has been explained via perform- 
ance values. 

The public trend of interest toward 
scientific and technical subjects has 
been rising with enormous rapidity; 
that is, “science” presented in sim- 
plified, understandable form for the 
layman. An excellent example of this 
shift in public taste is the consumer 
magazines — today publishing “fact” 
articles two to one over fiction, a 
complete reversal of the ratio before 
the war. An information-hungry pub- 
lic is also conditioned to demand 
“facts” in advertising, as well. 


This type of “educational ad- 
vertising” for footwear can have its 
payoff in more than just higher con- 
sumer reader-interest. For example, 
auto makers using the “technology” 
approach are reporting that consum- 
ers have more understanding of car 
mechanisms today, take more interest 
in the inside workings and as a 
result have more appreciation of car 
values. 

It can and should work the same 
way with shoes. In short, this is a 
way of building public appreciation 
of the product appreciation of 
values because of a knowledge of the 
“inside workings.” And a shoe ad- 
vertised by this new technique gains 
an advantage because the customer 
now has a working understanding of 
that particular shoe: what’s in it, how 
it’s made, how it performs. 


Hebb Heads Tanners 


George 5. Hebb of Hebb Leather 
Co.. Boston, and Creese & Cook Co.., 
Danvers, Mass., tannery, has been 
elected president of the Massachusetts 
Leather Manufacturers’ Association. 

Election of new officers was held 
at the Association’s Annual Meeting 
this past week at the Hotel Hawthorne 
in Salem, Mass. 

Other officers elected are Hubert 
Murphy of Carr Leather Co.. vice 
president; Michael F. Flynn of John 
Flynn & Sons, Inc., treasurer; and 
Bertram W. Creese, secretary. 
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SHOE STRIKE AVERTED 





CIO, Manufacturers Reach Accord 
On New Contract In Massachusetts 


The annual contract dispute be- 
tween CIO United Shoe Workers of 
America and Massachusetts shoe 
manufacturers reached an "early" 
settlement this week as management 
and labor came to terms on a new 
contract for 1954. 

The agreement served to dispel the 
possibility of a strike starting on Mon- 
day, Jan. 4, in some 60 women's shoe 
factories located in Boston, Lynn, 
Beverly, Salem, Chelsea, Haverhill, 
Danvers and Wakefield. 


Normally, the union, representing 
some 12,000 shoe workers in the 
area, and management wait until an 
hour or two preceding the Dec. 31 
midnight deadline before reaching 
accord. This year, officials settled 
their differences by 2:00 a.m., the 
morning of Dec. 30, at a meeting in 
the Massachusetts State House before 
state and federal conciliators. 


A manufacturers’ spokesman  re- 
ported the new contract does not con- 
tain any wage increases as such but 
does provide increased health, welfare 
and hospital benefits along with the 
addition of a half-paid holiday for 
Armistice Day. 

The union had originally sought a 
seven and one-half percent wage in- 
crease and a two and one-half percent 
increase in benefits. 

Negotiators on both sides were re- 
ported delighted at the prospect of 
an undisturbed New Year’s Eve cele- 
bration. 


Japs Want Best Skins 


The Japs want only the best calf 
and kip skins available-—-something 
that puzzles U. 5S. tanners. There’s a 
good reason, says Kenzo Tatsuno, 
member of the Hide Dept. of Japan 


Leather Mfg. Co., Ltd., Japan’s larg- 


est tanner, accounting for 25 percent 
of the nation’s total output. 
Japanese tanners produce large 
amounts of textile leather (specialty 
roller and apron leather). Here only 
the best skins can be used, 


textile industry, presently 5,000,000 


Japan's 


spindles, has made a strong come 
back, hence needs much leather, Also 
Japan is exporting small amounts of 
this leather to India (10> million 
spindles), and to Pakistan and In 
donesia. 

Between 30. to 
the skins received in Japan go into 
textile leather, the remainder into 
upper leather. 
hides for sole leathers. 

The Japan Leather Mfg. Co., Ltd., 


is now concentrating on better side 


5 percent ol all 


Japan also imports 


leather, may soon be in a position to 
use more of our small packer and 
hides and skins 
conditions are 


country Tatsuno 
said that shipping 
now much better than 
when rawstock receipts suflered from 


prey iously 


heat and sweat damage and inade 
quate storage, 

Japan has more than 600° tan 
neries, most of them small. But it is 
becoming an excellent) market for 
tanning machinery, with a rapid pro 
gram of modernization in process 





a must in your uppers. 


Flexible Soles Need 
Perfect Feeling Uppers 


The greatest emphasis in shoemaking is ever to flexibility. 
L4 . . . . 4 _ 99 
Modern lightweight soles make softness, pliability and “feel 


There is only one way to be sure of the 
desired result and that is by laying a dew 
of solvent rubber cement—made for the 
purpose—on your doublers. 

The application of a dew of cement can 
only be done by a machine having sturdi- 
ness enough to deliver and maintain the 
extremely accurate flow required. 


The ten-inch New York Doubling Cementer 
does just this and will keep on doing it, too! 


A product of 


NEW YORK DOUBLING CEMENTER, Model 7KhP 
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ANOTHER MERGER 


Delph-Reed Deal 
Startles Hidemen 





News that M. A. Delph Co., Inc., 
Indianapolis, Ind., hide firm, has taken 
over control of A. B. Reed Hide & 
Wool Co. of Joplin, Mo., came as a 
distinct surprise to the hide industry 
this week. 

The merger involving Reed, one 
of the largest hide dealers in the 
Midwest, was announced by Merle A. 
Delph, president of M. A. belph Co., 
Inc. Delph stated that a new corpo- 
ration has been formed under the 
name Delph-Reed Hide Co., Inc. 


Reed also has branch offices and 
warehouses in Wichita and Salina, 
Kan.; and Tulsa, Okla. 

Addition of Reed to Delph Co, and 
its other affiliates makes the opera- 
tion one of the largest of its Lind. 
Delph is one of the nation’s largest 
tallow and grease dealers and also 
operates as a large-scale dealer in 
vegetable oils. 

Other companies operated by Delph 
include Finnigan Hide Co., Inc. with 
offices and warehouses in Houston, 
San Antonio, Brownsville, Jackson- 
ville and Texarkansas, Tex: Nortex 
Hide & Produce Co., Inc. with offices 
and warehouses in Fort Worth, Lub- 
bock, Waco, Texas, and Little Rock, 
Ark.; E. W. Gruendler Co., Inc. with 
an office and warehouse located in 
Oklahoma City, Okla. 

All of the Corporations, along with 
M. A. Delph Co., Inc. and M. A. 
Delph Brokerage Co., Inc., are con- 
trolled and operated from the new 
administration building which M. A. 
Delph Co., Inc. moved into last July, 
at the home office and is located in 
Indianapolis, Indiana. 

Merle A, Delph is president of all 
of the above Corporations and is also 
vice president of Faber Industries, 
Inc. which operates six rendering 
plants and one of the largest meat 
scrap blending plants, all of which 
are located in Central Illinois. Delph 
is also vice president of Bartlow 
Brothers, Inc., meat packer, located 


in Rushville, Ili. 


Texas Bows To Union 


The Texas courts ruled this week 
that the International Fur & Leather 
Workers Union can’t be barred as a 
labor representative in that state. 
Earlier, Attorney General John Ben 
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Sheppard had applied an injunction 
against the union as being Commu- 
nist-dominated, and demanded that 
the union be kept out of the state. 


Judge Charles O. Betts ruled, how- 
ever, that “the Texas laws do not 
prohibit a Communist - dominated 
union from doing business in Texas.” 


The injunction against the union 
operating in Texas was based on fail- 
ure of the union to file certain ree- 
ords with the Secretary of State, as 


required by Texas law. The union 
later filed such records. 

However, the court upheld the 
state’s temporary injunction against 
Emanuel Coutlakis, restraining him 
from organizing labor for IFLWI 
in Texas. Coutlakis had not filed 
proper credentials to secure an or- 
ganizer’s permit. 

The union has appealed the injune- 
tion ruling against Coutlakis. And 
the state of Texas has appealed the 
court’s decision eliminating the in- 
junction against the union. 





COMPARATIVE LEATHER PRODUCTION FIGURES 





CATTLEHIDE LEATHERS 


Total 
Cattle 
Hides 
22095 
21070 
28121 
30828 
25656 
26152 
27566 
26905 
28824 
26070 
23332 
24391 
22703 
22663 
2123 
1995 
2020 
2133 
2117 
1998 
1815 
1978 
1893 
2065 417 


Upper 
12124 
11582 
15600 
15598 
13073 
13002 
14567 
14057 
15529 
14213 
13753 
15377 
14054 
14508 
1343 
1224 
1244 
1330 
1316 
1180 
1118 
1191 
1143 
1290 


Jan. 
Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sept. 
Oct. 


Mechani- 


(In 1,000 hides) 


Belting, Harness Bag, 

Sad- Case, Uphol- All 

cal dlery Strap stery Others® 

531 477 387 510 233 

675 524 382 601 272 
650 581 699 448 
637 936 386 1625 
632 800 231 1338 
613 629 232 1818 
556 572 272 1750 
510 827 378 1465 
440 813 529 1455 
270 760 594 1213 
227 674 461 1074 
218 


*Data from 1942 forward not directly comparable with previous data, 








CALF, KIP, GOAT, KID, SHEEP AND LAMB LEATHERS 


oe 
Total 
Sheep, 
Lamb 
38914 
37920 
51915 
53629 
59315 
53976 
52450 
47999 
36535 
33492 
28644 
31501 
24504 
27936 
2215 
2368 
2319 
2435 
2618 
2520 
2103 
2558 
2433 
2409 


Calf, Goat, 
Kip Kid 
14027 40419 
11387 37697 
13098 45373 
12264 41127 
11112 37351 
10930 34653 
11636 24026 
10836 24123 
12471 37188 
10480 37970 
34774 
37159 
31111 
30472 
2802 
2719 
3172 
2979 
2992 
3121 
2828 
2354 
2241 
2578 


Feb. 
Mar. 
Apr. 
May 
June 
July 
Aug. 
Sep:. 
Oct, 804 
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(In 1,000 hides) 


Sheep Leathers 
Glove, 
Gar- 
ment 
18420 
17725 
22542 
19459 
20415 
20370 
17294 
15781 
11265 
10419 
8411 
9750 


Shear- 
lings 
2563 
3322 
5779 
9596 

11210 
6690 
6508 
9923 
5409 
4993 
4498 
5322 


Shoe 
11604 
9966 
14166 
14983 
15474 
15040 
17153 
13349 
12498 
11392 
9998 
10708 
7108 8548 3074 5774 
10142 9144 3558 5092 
743 787 254 431 
883 715 296 474 
872 707 246 494 
1007 740 268 420 
1147 777 304 390 
1140 704 272 404 
975 564 257 307 
1165 694 314 385 
1104 652 263 414 
1088 673 212 436 


9591 
11876 


8918 
7363 
6688 
5737 
6091 
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DEPRESSED LEVEL? 





Brockton Union 
Seeks 5% Boost 


Although shoe manufacturers claim 
they are operating at depressed lev- 
els, close to 6,000 shoe workers em- 
ployed in Brockton men's shoe fac- 
tories are seeking a five percent wage 
increase for the coming year. 

The workers, represented by the 
Brotherhood of Shoe and Allied 
Craftsmen, have invoked a wage re- 
opening clause in the current con- 
tract which runs to Dec. 31, 1954. 


Basis for the wage request, accord- 
ing to Raymond J. Lynch, secretary- 
treasurer of the BSAC, is a 1.2 point 
rise in the cost-of-living index since 
the contract was signed last spring. 
The union had informed the Asso- 
ciated Shoe Industries, representative 
for 17 Brockton factories, on Nov. 
23 that it was invoking the wage- 
re-opening proviso. 

Lynch said that the issue would 
go before arbitration on Jan. 15 if 
no agreement was reached before 
then. 

In a recent letter to President John 
J. Jankowski, president of the BSAC, 
Walter T. Spicer, executive secretary 
of the ASI, noted that the Brockton 
industry is “operating at a depressed 
level with every indication that busi- 
ness locally will further recede and 
any added costs of manufacturing 
shoes will accelerate the downward 
trend of production together with 
further loss of work and wages to 
employes.” 


Cuts Skin Shrinkage 


High Vacuum 
Philadelphia, has been assigned a 
process for treating skins with mini- 
mum shrinkage, the U. S. Patent 
Office discloses. 


Processes, Ine.. 


The patent covers a method of 
processing skins with a minimum of 
shrinkage with a solution of unhair- 
ing, tanning and coloring solutions. 

The process includes putting the 
skins into an airtight container, with- 
drawing air from the container while 
it is rotated slowly until a high 
vacuum is attained. 

The skins are covered by the solu- 
tion as the vacuum is maintained, 
and then lifted from solution by ro- 
tation of the container, and covered 
and lifted, covered and lifted, alter- 
nately. 
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Charles F. Rutherford, Philadel- 
phia; Samuel Cameron Tease, Media, 
Pa.: and Harry La Rue Troxell, Jr., 
Narberth, Pa.. made the assignment, 
it is disclosed. 


Gillis To Indian Head 


George H. Gillis, formerly presi- 
dent and treasurer of the Geo. Gillis 
Shoe Co., has become associated with 
the Indian Head Shoe Co.. Man- 
chester, N. H., manufacturers of ath- 
letic shoes, according to John X. 
Danos, treasurer of Indian Head. 

Gillis will act in a sales and gen- 
eral advisory capacity in the com- 
pany’s planned expansion. 


Stehling Open House 


\ two-day open house exhibit of 
new designs in tanning machinery 
will be held Jan. 15 and 16 at the 
Chas. H. Stehling Company plant, 
1303 N. Fourth Street, Milwaukee 
in conjunction with the Wisconsin 
lanners Symposium, 

Ralph J. Stehling, president; Clat 
ence Martin, sales manager; and Ray 
Stehling, vice president, will demon 
strate latest developments in Stehling 
machines for tanning production and 
turbine sewer cleaning equipment 
now produced by the Stehling com 


pany. 
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Soviet Workers Must Give Far More 
Time To Buy Same Pair Of Shoes 


Leather shoes cost factory workers 
in lron Curtain countries far more in 
terms of hours worked than they do 
workers in the Democracies. 

For example, a Russian factory 
worker requires 101 work hours to 
earn the price of a pair of medium- 
priced Goodyear welt shoes. His 
counterpart in the United States re- 
quires only 4.8 work hours for the 
same pair of shoes. 


The figures were revealed this week 
by Julius G, Schnitzer, director of the 
Leather, Shoes and Allied Products 
Division, Business and Defense Serv- 
ices Administration, Department of 
Commerce. 

A study recently completed by the 
Division shows that the per capita 
rate of shoe consumption was highest 
in the United States, United King- 
dom, Canada, France, and Germany, 
in that order, and was very low in 
countries such as the Soviet Union, 
Hungary, Poland and Czechoslovakia. 
In seeking to determine the cause for 


this situation, information was col- 
lected on the number of hours re- 
quired by factory workers in various 
countries to earn the price of a pair 
of medium-priced Goodyear welt 
shoes for men. 

Because of various factors such as 
currency exchanges, etc., currency 
values are not always the best means 
of determining the cost to consumers 
of a pair of shoe, Schnitzer said. In- 
formation was obtained from sources 
considered reliable regarding the pre- 
vailing cost for leather footwear in 
the Iron Curtain countries. 

Published information regarding 


Country 


United States 
United Kingdom 
France 

Sweden 

Germany 
U.S.S.R, 
Hungary 

Poland 
Czechoslovakia 





need repairs-recolor? 


nat & fi wy 


wage rates prevailing in such coun- 
tries for factory workers were then 
used to determine the number of 
working hours required to purchase 
a pair of shoes, which in the United 
States sold for $8.50 to $10.00 a pair. 

Result was that ron Curtain work- 
ers were invariably found on the low 
end of the per capita consumption 
listing and on the high end of the 
work hours required rating. Even 
factory workers in Western Germany, 
where conditions have been far from 
prosperous since the end of World 
War II, must work only 20.1 hours 
to earn the price of a pair of these 
shoes. 

Compare this to Czechoslovakia 
where 106 work hours are required, 
Hungary with 108 hours, and Poland 
with 112 work hours. 

The following table shows the aver- 
age hours of labor required by fac- 
tory workers in specific countries for 
a pair of shoes: 


Work Hours 
Required to Gain 
Purchase Price : 


4.8 3.15 
10.6 2.78 
18.3 1.05 
21.4 1,30 
296.1 

101.0 
108.0 
112.0 
106.0 


Per Capita 
Consumption 


New Lasts For Army 


A footwear industry committee has 
given its approval of a proposed new 
standard last for men’s dress oxfords 
for the military, the Office of the 
Quartermaster General has disclosed. 

The approval came Dec. 8 but the 
Pentagon withheld the news until this 
time. 


Well, don't pull a long face. Whatever 
your leather finishing problems, they 
can be solved by Super Dyo-Flex. 
Bruises, scratches, blemishes, or scuffs 
that are caused in manufacture of shoe 
or leather goods, disappear quickly 
and easily. Faded colors become new, 
and any color modification desired 
can be made. The process for use of 
Super Dyo-Flex is easy, using a small 
touch-up spray gun. The cost is minor. 
So write about the Super Dyo-Flex way 
of renewing leather belts, purses, 
shoes, and luggage. 


The footwear committee also ap- 
proved a plan to work out a combat 
service last, as distinct from the dress 
shoe last, and agreed that women’s 
military lasts should be held to serv- 
ice type footwear, not dressy types. 

“The proposed specification for the 
new men’s dress oxford last was ap- 
proved by the group,” said the an- 
nouncement. “It was the opinion that 
this last, upon the basis of the fitting 
tests conducted over the past five 
months, is of desirable shape, and is 
adequate with respect to fitting quali- 
ties and comfort features.” 

The members of the committee 
heard a talk on the new last from Dr. 
Stephen J. Kennedy, research director 
for textile, clothing and footwear. 

Col. William D. Jackson, chief, re- 
search and development division, wel- 
comed the committee members from 
industry. 
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MILITARY BUYING 


Invitations 


Leather Chamo’s. General Serv- 
ices Adm.—Federal Supply Service, 
Region 11——P. O. Box 39, Canal St. 
Station, New York 13 has issued Inv. 
No. NY-2JR-52631 calling for 756 
pieces, Chamois, size E—20 x 26 
inches, pocket shaped —for S F deliv- 
ery. Bid opening Jan. 6. 


Leather Pads. The Contracting 
Officer, Raritan Arsenal, New Jersey 
has issued Inv. No. 103 calling for 
85,080 Pafs, leather skate strap 
buckle, 3 x 4 inches. Bid opening 
Jan. 6. 


Belting Leather. New York 
Quartermaster Purchasing Office has 
issued Inv. No. 152 calling for 6,500 
ft. Belting, flat, leather, vegetable 
tanned, single ply, type 1, class M-1” 
wide—AF Stk. No. 7100-055000-187 
for delivery to Wilkins AF Depot, 
Shelby, Ohio and 4,400 ft. same for 
delivery to Cheli AF Depot, May- 
wood, Calif. Bid opening Jan. 8. 


Leather Straps. | 
Dept. Wash., D. C., has issued Inv. 
No. 1595 calling for 2000 sq. ft. 
Leather, Russet, Strap, Fed. Specs. 
KK-L-27le and Amend. No. 1. Bid 


® o 
Ope ning Jan. ©. 


Sheepskin Chamois, The New 
York Quartermaster Purchasing 
Agency has issued Inv. No. QM-30.- 
280-54-159 covering | L100 each 
Chamois, Sheepskin, trimmed size C 
length 21” width 16 inches oil tanned 
type l-selection 2. Bid opening Jan. 
15. 


Bids 


Leather Straps. The Bona-Allan, 
Inc., Buford, Ga., was low bidder on 
Inv. No. 1500 U.S. Post Office Wash- 
ington, a. ¢, calling for 2.000 belts, 
leather, Fed. Specs.—-KK-L-27le at a 


price of 12 eat h. 


Leather. W. D. Byron & Sons, 
Williamsport, Md., was low bidder 
on Inv. No. 1504 which opened at the 
Post Office Dept., Washington, D. C., 
calling for 1,000 sq. ft. leather, to 


° 8 Post Office 


Fed. Specs. KK-L-154a at a unit price 
of 55 per sq. ft. 


Leather Chamois. 5S. M. Arnold 
Co., St. Louis, Mo., was low bidder 
at $1,042 each for 1,609 
Leather, chamois type l—selection | 
16x 21” Fed. Specs KK 
which opened at the Gen 
Adm. New York City 
Sponge Co. Ohio. 
calling for 
item | but for 
at a unit price of $1.25 


prec Cs, 


size C 
L-167A 
eral Services 
Addison 


was low bidder on item 2 


Cainn.,, 


chamois 
size—-size 


sane as 


‘ 
less 1‘%, 


Shoes That Grow 


Dutch and Belgian manufacturers 
think they have solved the problem 
of making 
offspring. 
fitted with a decorative small cap at 


shoes for last growing 


They are pro lu ip shoes 


tached to the sides by means of two 
press buttons. 

B tween the cap and the shoe is a 
strip, removal of which enlarges the 
shoe half a size. Moreover, the cap 
itself can be taken off making the 


shoe a full size larger. 


LEGALLET 


GLOVE -TANNED 
MOCCASIN COWHIDE LEATHERS 


ALL SEASONAL COLORS 


Leequter 
tama, compomuy 
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GLOVE LEATHERS 


goat, cow and deer 


LLANA 


GARMENT LEATHERS 


goat and cow 
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1099 QUESADA AVENUE 


REPRESENTATIVES: 
Povi Wedseltoft, 407 East Michigan Street, Milwaukee 2, Wisc. 
John A, Dauer, 177 William Street, New York 7, N. Y. 
industrial Leathers, 722 East Washington Bivd., Los Angeles, Calif. 
Allen Leather Company, 1433 Locust Street, St. Louis, Missouri 


© SAN FRANCISCO, CALIF. 








SHOE 
FASHION 
NEWS 

AND TRENDS 


Pumps again top volume shoe in 1953... . Halter patterns 


emerge as coming fashion . . . . Coming fashion for men indi- 


cates fresh styling on casual theme. 


 — 


) Pumps took lead again as outstanding volume shoe 
for women's winter wear. These were a bit softer in con 
struction than heretofore. Many more of mid heights and 
lower high heels, from 15/8 to 18/8, were seen than in 
the past. V-throat lines were good with narrow self or 
contrasting collars and bows. In the soft constructions 
rounded throatline dominated. 


Other than pumps for winter dress wear, sling pumps with 
open toes and quarters on single soles achieved volume 
importance. Also, open toe and heel sandals with buckle 
strap on vamp to match instep strap, mostly in two-tone 
combinations, Trimming in al! categories of footwear was 
important. Trimmed pumps were seen to be steadily on 
the ascendency scale, while trimming on sandals in torm 
of contrasted bindings, appliques, etc., also gained. 


In summer shoes for women, mesh types were good. 
These on oxfords with open toes for older women. In 
closed toe and heel, round-throat pumps on 14/8 heels, 
detailed in combinations of mesh with matching or con 
trasting calf or suede, with small bow at throat. 


Open halter quarters on open toed pumps gained strongly 
over the past year, a pattern which was launched a couple 
of seasons back, but which was at that time outshined by 
rebirth of the pump—now jumps into top spot to earn 
its own laurels. Barefoot flats in brilliant colors were high 
light of summer, achieving strong volume position. Cas 
ual sandals with adjustable strap at vamp and quarter 
on 3/8 wedges held good position as « omfort staple item. 


— 


\s) Among 1953's styles which were relatively new, 
having been launched either a season or two ago, the 
all-leather conventional closed shank with instep strap, 
open toe and heel on a 16/8 cuban heel was one of the 
leaders, Also falling into this newer group of patterns 
was closed toe and back, high-riding style, one good 
model in a side-laced flat in Shag leather on a wedge. 
Also, closed toe and heel V-throat pumps with round toe 
on 22/8 height with contrasting or self faille collar. And 
open toe and open back with one strap. Dancing pump 
with closed toe and quarter on 18/8 heel and touched 
off by a grosgrain bow, another of newer styles which 
gained. 


For Summer, among newer styles was the sling pump with 
open toe and naked quarter with single sole. Also one 
strap mesh with open toe. Stripping sandals detailed in 
colored kidskins on 13/8 heel.. Wishbones in draped kid 
in new pastel shades. Casual step-in types, high riding, 
open toe and heel on 13/8 wedge, all-over perforated. 
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A 
\e New styles launched last year with promise for the 
future were as follows: For winter—backless mule versions 
of street shoes and at-home lounging shoes. Boot types 
riding up to just under the ankle, on 3/8 heels in glove 
and shag leathers. Fluid-line sandals on 24/8 heel. Pumps 
with wide open toes and open halter quarters. For sum 
mer—new versions of T-strap with wide open toe. Back 
less straw flats. Closed shank with instep strap, open toe 
and heels on 16/8 cuban heel, vamp in mesh. 


am, 


\ Basic styles for men with greatest volume during 
1953 were the following: For winter, moccasin types cov 
ering a wide range of styling details. Genuine hand-sewn 
moccasins. Plain toe, fine grain oxfords with leather vamp 
lining. For summer—nylon mesh in combinations of wheat 
and tan calf, and cocoa mesh and brown calf. One-tab 
ghillie in smoked elk with Cush-N-Crepe soles, this a 
casual type shoe. Genuine hand-sewn moccasins. Nylon 
mesh, wing tips. And in general, all types of patterns used 
with nylon mesh combination. 


s— 
=) Among styles for men which had been introduced 


prior to last year and which gained in popularity were 
the following: For winter—welt-type moccasin front in 
sottee leathers with and without crepe soles. Newer, 
sleeker models of the loafer, many with strongly-gaining 
tassel. For summer—slip-on models with goring. All type: 
of slip-ons and step-ins. Two tones, tan and black with 
white, In general, casuals and casual types have become 
increasingly important and promise to continue their 
strong upward swing. 


\S) New styles launched last year for men, which seem 


to hold most promise for future are as follows: For winter 
—slip-ons and gored shoes. These in heavier construction: 
and darker tones than those traditionally destined for 
summer wear. Long wing brogues. Two tones, top suede, 
vamp glazed leather, button and bal types. For summer 

wing and medallion tip loafers. Two- and three-eyelet 
bluchers in softee and aniline leathers with cushion and 
genuine crepe soles. 


‘Kaabis by arrbausonw 
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You'll never get “FD’s” from filler stains with Armstrong’s Cold Bottom 
Filler. This quality filler contains no petroleum products harmful to 
crepe soles... can't bleed through to mark or discolor light uppers. Cold 
Filler has other important advantage s, too, It needs no preconditioning 
goes in quickly, and always stays flat and flexible in the show 


Get a trial pail now, Call your Armstrong representative or write 


direct to Armstrong Cork Company, Shoe Products De BAUR, 
partment, 6101 Drury Avenue, Lancaster, Pennsylvania ® 


Armstrong’s Cold Bottom Filler 


one of Armstrong’s quality shoe products 





CUSHION CORK CORK COMPOSITION ¢ CORK-AND-RUBBER MATERIALS 





For nearly half a century now, shoe manufacturers everywhere 
have come to Beckwith with their hard-to-solve box toe prob- 
lems and Beckwith has engineered the correct answers. 
Beckwith has over 70 types and weights of conformable soft, 
flexible and rigid box toe materials in thermoplastics, pyroxy- 
lins, and rubber-filled felts and flannels. “Beckwith” means 
moulded steel safety box toes; industrial felt making, plastics 
fabrication, box toe heating equipment, and products for the 
ethical medical profession. 


OUR NEWEST LINE 


GREY FELT BASE GREY FELT BASE 


WHITE FELT BASE WHITE FLANNEL BASE WHITE LAMINATE GREY FLANNEL BASE 
Women's & Juveniles Men's 


Women's & Juveniles Women's & Juveniles Juveniles Women's & Juveniles 


BOx TOES 


Beckwith Manufacturing Company, Dover, N.H., its subsidiaries and agents: Arden-Rayshine Co. & Castex 
Laboratories, Inc., Watertown, Mass., Beckwith Mfg. Co. of Wisconsin, (Milwaukee); Bec with Box Toe, Ltd., 
Sherbrooke P. Q., Canada, Victory Plastics Co., Hudson, Mass., Felt Process Company, Boston, Mass., Safety Box 
Toe Company, Boston, Mass. Agents: Wright-Guhman Company, St. Louis, Missouri, The Geo. A. Springmeier 
Co., Cincinnati, Ohio, Factory Supplies, Inc., Milwaukee, Wisconsin. 
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AO Years of “Know How” by Bata 


give you the all New Precision - Built 


SIBaAteé Clicking Machine 


MODEL MK-1 





LESS VIBRATION 


SEND FOR COMPLETE DETAILS 
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COSMA SHOE MACHINERY 


Division of 


PAN AMERICAN TRADE DEVELOPMENT CORP. 


2 PARK AVENUE MUrray Hill 6-7960 Haves ace ae 


LEATHER and SHOES 





‘ 


’ > 
\y HADLEY’S a 


a new, proved line o 


SOLVENT TYP 
CEMENTS 


* FOR MACHINE OR 
BRUSH APPLICATIQG 


Sa 


ere ~. D 
OUtE jects 
’ ) eer 


i 


iNG ; 
oN? 
ent ® ' — 


«Tack LIFES 


peRMAN 


EXTENDE 


7 


ne 

USE JUPGRIP’ CEMENTS 
FOR ALU THESE OPERATIONS... 
-+ for | ermanent Sole attaching 
..Aér Sole laying 

for Cushion Sole laying 

for Wrapper lasting 

. for Heel Breast cementing 

. for cellulose or lacquered covered heels 


Ti¥-GRIP® dries quickly and is 


light in color, too. 


' 

TuF GRIP meets the popular de- 

Manufacturers mand ...stands up and is thoroughly 
ofa dependable. Yes, it’s ‘TUF!’ 


Complete Line 
of SEND FOR SAMPLES 


EDGE INKS 
and SINCE 1919 
SPRAY DRESSINGS 


uve — HADLEY BROS. UHL CO. 


LATEX and SOLVENT TYPE 514 CALVARY AVE. ¢ ST. LOUIS 15, MO. 
CEMENTS 
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See Nearest Representative 


. Or Write Us Direct 


Only 41 Pairs? Wow! 


For years shoe men have been 
talking about the fine values in a 
pair of shoes as compared with other 
consumer wearing apparel. Well, 
here’s a factual case that delivers the 
truth of that story with impact. 

A. L. Bordon, a postman of Peoria, 
Illinois, just retired after 30 years of 
service. In that time he walked 
95,000 miles and wore out 41 pairs 
of shoes. Bordon kept an accurate 
personal record of all such details as 
a hobby. 

Leather And Shoes has done some 
fast arithmetic and here are some 
mighty interesting findings. 

Each pair of shoes gave Bordon 
a walking-distance value of 2.317 
miles, or about the distance from 
Boston to Denver. 

Bordon paid a total of $238 for 
his 41 pairs of shoes, or an average 
of $5.80 per pair. Thus he received 
100 miles of shoe wear for very dol- 
lar of shoe or four miles of wear 
per penny. Compare this with cost of 
car travel. The average car gives 16 
miles per gallon of gasoline. Average 
cost per gallon is 27 cents. Thus gas 
cost alone per 400 miles is $6.75 
as compared with $1 for shoes. 

Bordon paid extra for shoe repairs 
(keels and soles) a total of $180 
over the 30 years. During the same 
period he wore out 90 pairs of gloves, 
and paid $1,200 for uniforms. 

Sut only 41 pairs of shoes in 30 
years of hard, steady walking in all 
types of weather. That’s only 1.2 
pairs a year. One good reason for 
the high rate of ulcers in shoe busi- 


ness, 


Mackey Promoted 

John \. Ma key. formerly works 
manager of Singer Manufacturing 
Company, New York City, has re- 
cently been appointed assistant vice 
president. Mackey will be associated 
with the Division of Research which 
Is responsible for the development of 
new products to be made at Singer 
factories throughout the world. 

Lawrence E. Hough will succeed 
Mackey as works manager. 


Prima Ils Award Winner 


Hess Brothers, Allentown, recently 
sponsored its third annual Versatility 
in Design and Use Contest. This com- 
petition was inaugurated in ordez to 
encourage manufacturers to create 
garments and products that can serve 
more than one purpose. 

Prima Footwear, Inc., Columbus. 
Ohio, received an award for a ladies’ 
pump which can be worn without 
strap, with strap in matching color, 
or in contrasting color. 
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DRYING: HOME-MADE VS. ENGINEERING 





A Report On Drying Methods 
Used In Shoe Factories Today 


Distinct Differences In Operating Economy 
Found In Use Of Modern Infrared System 


By Paul H. Krupp 
Fostoria Pressed Steel Corp. 


The shoe industry is constantly 
pointing up the need for more eco- 
nomic production. One important 
means of achieving factory economy 
is via modern drying techniques. 

Progressive shoe companies are 
realizing the fallacy that the "home- 
made drying oven’’ is a penny-wise- 
dollar-foolish economy — that effici- 
ent, low-cost drying is an engineering 
matter requiring specialized equip- 
ment and knowledge. Following are 
some highlights in recent develop- 
ments in this field, as cited by one 
of the country's leading shoe and 
leather factory drying-problem engi- 
neers. 


We recently surveyed a well-known 
shoe factory to determine how dry- 
ing efficiency could be stepped up. 
We found that men’s fine welt shoes 
were being dried in a large convec- 
tion oven for over an hour, prior to 
sole finishing. Nevertheless, drying 
wasn’t always satisfactory, and fre- 
quently the shoes required a second 
trip through the oven. 

We discovered that the connected 
electrical load for the blowers alone 
on the convection oven were using 
about as much electricity as required 
to operate an infrared oven that 
could do the same job in 5-6 minutes. 
Also, atop their electricity cost was 
a steam cost impossible to calculate. 

After seeing the comparison, this 
company will shortly install an in- 
frared oven that will dry its shoes 
faster, more uniformly, and at lower 
cost and requirement of less floor 
space. 


In another instance, a leading 
shoe factory requested a survey to 
determine how they could dry cement 
on the bottoms of women’s shoes 
more satisfactorily, faster. Here 
again, incidentally, they'd been us- 
ing a convection oven. After the ce- 
ment was applied to the bottoms, 
about 114 hours elapsed before the 
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soles could be layed under normal 
conditions. In humid weather the 
time elapse was much greater. Ac- 
tual y, the efliciency of the convection 
oven contributed very little to the dry- 
ing. The standout time was more 
responsible for the drying than was 
any heat supplied by the oven. 
The infrared oven (new being in- 
stalled in this plant) was shown to do 
the drying job much faster, more 
economically. From the time the 
cement is applied to the bottoms un- 
til the racks reach the sole layers, 
there'll be a time elapse of about 15 
minutes. Also, this operation will 
be conveyorized so that there'll be 
less moving of racks by hand. The 
cementers will put the racks on a 
drag-type floor conveyor, and it will 
be carried directly to the sole layers. 


Here are some examples of ac- 
tual results: 

Brown Shoe Co., in their Pocahon- 
tas, Ark., factory, dry cement on the 
bottom of women’s slip-lasted shoes 
in nine minutes, using an infrared 
oven about 15 feet long. This in- 
stallation, too, is conveyorized, using 
a drag-type conveyor for pulling the 
racks. 

Acme Boot Mfg. Co., Clarksville, 
Tenn., uses an infrared oven seven 
feet long to dry edge ink on their line 
of cowboy boots. The drying time 
is approximately 6-7 minutes. 

At Metropolitan Shoemakers, Inc., 
Chicago, natural air drying was 
formerly used. This required 24 to 
36 minutes for drying. This tied up 
lasts at the crowning operation. After 
installation of the infrared equip- 
ment, drying time was cut to 5-12 
minutes, depending upon styles and 
moisture content. Shoes can now be 
soled within a few hours after last- 
ing. States the company, “Reduc- 
tion in drying time has reduced the 
inventory in the lasting department 
by hundreds of pairs. We consider 
the quality of our shoes to be im- 
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proved because of tighter lasting and 
better uniformity.” 

The i N. Wolf Shoe Co.. Den 
ver, Pa.. has found the infrared sys 
tem particularly advantageous in dry- 
ing its Celastic box toes in a matter 
of a few minutes, thus keeping the 
shocs moving to the inseamer. Says 
the company, “We now have a bet 
ter appearance to our shoes because 
the uppers are cured to the last . 
Occasionally we are short of certain 
sizes and widths of lasts, and by us 
ing this process we can turn the lasts 
and get them back in use without 
celay—in half the time it would take 
ordinarily. We do the same thing 
with samples. We can make a pair 
of samples in a single day.” 

The Leverenz Shoe Co., Sheboy 
gan, Wis., reports that with infrared 
drying 
minutes what formerly took us one 
hour and 35 minutes. We have elim- 
inated a large and cumbersome dryer, 


“we are accomplishing in five 


and have also been able to reduce our 
work in process by 96 pairs (and 
also 96 pairs of lasts). In addition, 
our shoes are getting much more uni- 
form drying.” 

Engineering know-how is es- 
sential not only for the equipment 
but the surroundings. For example, 
in one factory some new dry rooms 
had been constructed. The rooms 
were about 10 x 20 feet, constructed 
of wood and celotex, heated by o1 
dinary gas space heaters. The rooms 
had no means of ventilation. It was 
impossible to get adequate drying 
in such a room where moisture and 
other vapors couldn’t be expelled as 
fast as they were given off through 
the heating effect. 

Such a home-made apparatus fails 
to do the job. 
hours for loading and unloading the 
room; it is dependent upon human 


It also requires man 


errors in timing, and requires a much 
longer cycle than that of a modern 
infrared system. 

Of course, many home-made ovens 
do work 
efliciency. 


but hardly with maximum 

In the long run they’re 
expensive. Initial cost savings are 
quickly eaten up by increased fuel 
operating costs. And in almost every 
instance the finished product coming 
from a home-made apparatus can't 
compare with that emanating from 
the more scientific apparatus. 

Shoe drying is an important and 
highly specialized operation that 
means much to the company in terms 
of costs and in the quality of the fin- 
ished product itself. Just as modern 
shoemaking is a series of skilled pro 
esses and mechanisms, so the various 
drying processes are a matter of en- 
gineering skills to make modern shoe- 


making genuinely modern, 





LEGAL ROADBLOCKS HURDLED 





Justice Department Clears 
Industry Confabs With Government 


Legal roadblocks which have long 
held up creation of one or more in- 
dustry advisory committees to repre- 
sent the leather and shoe industry in 
official meetings with Department of 
Commerce officials are about to be 
hurdled by the Administration. 


So says Lothair Teetor, Assistant 
Secretary of Commerce. 

For some time, the Commerce De- 
partment has been seeking ways to 
set up a system of conferences with 
industry experts who can advise De- 
partment officials on a variety of sub- 
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jects dealing specifically with the in- 
dustry itself. 

Purpose of the proposed confer- 
ences would be to provide Govern- 
ment policy setters with a basis for 
setting policies or taking actions that 
directly affect the industry. 


Aides of Sec. Teetor have been 
talking it over with Justice Depart- 
ment officials for many months and, 
in the past, have found Justice reluc- 
tant to clear a system of industry 
committees from the antitrust angle. 

Now, however, Teetor says there 
definitely will be a “flexible system 
of industry conferences.” He adds: 

“The flexibility of the system lies 
in the fact that participants will have 
no formal appointment and no fixed 
term of office; they will serve only 
for the duration of a specific confer- 
ence assignment, and different partici- 
pants will be called in for different 
topics.” 

Teetor did not release the text of 
the Justice Department clearance for 
such a system, although the indica- 
tions are he had it before he spoke. 

A question has been whether men 
from trade associations could serve 
on committees. The answer is yes, 
according to Teetor, who says: “Par- 
ticipants in the system will include 
individual businessmen as well as 
representatives of trade associations 
and trade publications.” 

Months ago, Commerce, in creat- 
ing its Business and Defense Services 
Administration, proposed a network 
of industry committees working hand 
in hand with government. Justice, 
however, objected on grounds this 
tended to go against antitrust laws. 


Andrews-Alderfer Expands 


Andrews-Alderfer Co. is expanding 
its new plant at 1055 Home Ave., 
Akron, O., to increase and diversify 
production facilities for “Andalfoam” 
foam and fabric combination ma- 
terials. 

Expansion program includes the 
addition of 7,200 square feet of fac- 
tory area, bringing total factory 
space to 30,000 square feet. This 
plus the addition of improved ma- 
chinery will enable the company to 
coat a wider variety of fabrics with 
thin precision gauges of latex foam. 
Daily production capacity is also in- 
creased. 


—— 


@ Myer Saxe of Kesslen Shoe Co. and 
Willy Nordwind of Climatic Foot- 
wear Corp. have been appointed ap- 
pointed co-chairmen of the 1954 Life 
Membership drive for The 210 As- 
sociates. 
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Prices Firm in Quiet 


Market 


Of Between Holidays Week 


Sole leather plodded through 
another holiday week with prices firm 
in most salesrooms. 

Best clear light bends bring up to 
68c. Other lights at various prices 
according to worth. Good 8-9 iron 
leather brings 58c and down for 
most; some slightly higher. Better 
call for 9-10 iron stock at 5le and 
down, and some sales of best tannages 
at two to three cents more. About 48c 
and down asked for over 10 irons. 


Offal dawdled along with prom- 
ise of more activity right after turn 
of year. Only bellies show much life. 
Prices of all offal generally steady. 

Best bellies bring 27-29c. Bulk of 
business done at 26-28, When trim 
or tannage below standard, prices 
asked vary slightly. Single shoulders 
with head on again quoted at 38-40c 
for best. Small sales this week make 
accurate quotations difficult. 

Double rough shoulders slow and 
erratic in price. Very best light spe- 
cialty shoulders bring 53c and down. 
Tannery run standard shoulders 
priced at 50c and down with plenty 
available at below 45c. Buyers ideas 
nearer 40c for volume business. 

Calf awaits first of month when 


shipments, long held up, start mov- 
ing. While last week of 1953 is quiet, 


first of 1954 should be tremendously 
active billing-wise. 

Men’s weights unchanged in quota- 
tions but sales sometimes made at 
concessions, Up to $1.05 asked for 
top grade heavy colors in regular 
finish. About 4-5c more for aniline. 
Other, less desirable tannages, price 
top grades well below these figures. 
As usual, best selections move easily. 
Lower grades, all the way down to 
60's, find new business dull. 

Women’s weights bring about 
$1.00 for top selection small skin 
leather in aniline finish. Up to about 
95c for regular finish. Between 60 
and 80c is where most leather falls 
and where new business needed. 


Sheep tanners hope for lower 
raw stock prices. All see much better 
business when russets can be sold for 
about 22c and down. At today’s raw 
material prices, best boot lining rus- 
sets must bring around 25c and down. 
Even at this price business fairly good 
and much shoe lining leather moving 
at 15-20c. 

Colored vegetable linings bring up 
to about 26c. Chrome linings at 28c 
and down finding new customers. 

Side Leather tanners had good 
year in spite of dawdling shoe busi- 
ness from July on. 





Prices and Trends of Leather 


THIS 
WEEK 


KIND OF LEATHER 





CALF (Men’s HM) 

CALF (Women’s) 

CALF SUEDE 

KID (Black Glazed) 

KID SUEDE 

PATENT (Extreme) 
SHEEP (Russet Linings) 
KIPS (Combination) 
EXTREMES (Combination) 
WORK ELK (Corrected) 
SOLE (Light Bends) 
BELLIES 

SHOULDERS (Dble. Rgh.) 
SPLITS (Lt. Suede) 
SPLITS (Finished Linings) 17-22 
SPLITS (Gussets) 15-17 
WELTING (% x %) 7 
LIGHT NATIVE COWS 


58-98 


55-90 
48-91 
53-58 
15-25 
52-54 
44-50 
36-40 
64-68 
26-29 
48-51 
30-35 


73-1.05 


60-1.00 


14, 15 


YEAR 
AGO 


1952 
HIGH 


MONTH 
AGO 
83-1.09 
75-1.00 
80-1.05 
55-90 
80-96 
56-60 
18-32 
54-58 
52-56 
38-44 
68-72 
24-25 
50-55 
34-38 
17-22 24-26 24-26 
15-17 18-20 18-20 
7", 7% 8 
174-18 20% 


95-1,20 
80-1.03 
85-1.10 
55-90 
80-96 
60-64 
18-32 
64-68 
56-59 
38-45 
68-72 
26-29 
51-56 
35-39 


73-1.06 
62-1.03 
60-1.00 
55-90 
48-91 
55-60 
15-26 
52-56 
48-52 
37-41 
65-68 
27-29 
50-53 
30-35 


All prices quoted are the range on best selection of standard tannages using quality 


rawstock, 








Factory \ 


SOLE LEATHERS 


BENDS, BACKS, CROPS, HEADS 
SHOULDERS, BELLIES, SHANKS, Ete. 


OUTSOLES 


MEN'S »- WOMEN'S - BOY'S 
MISSES’ - CHILDREN'S 
IN ALL GRADES AND WEIGHTS 


Headquarters for Sole Leathers 


Complete line of leather INSOLES 
and leather COUNTERS 


Le li A! 
CHICAGO - NEW YORK: BOSTON | 








OHIO LEATHER CORP. ton 
87 South St 0., INC. 
@ tHE OHIO LEATHER C York City 


k Ave. a co. 
@ 2% TION LEATHER CO. 


ING 
LIEBMAN-CUME,, pronase 
fis Mipocific Coast and Orien 
EDGAR A. HEATZ 
One Cheste -“ iP 
a Wl, 
Mayteir, Lonmy Director) 
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SPECIALISTS in SPLITS 


SUEDE LININGS 
SOLE & GUSSET 


GLOVE LEATHERS 
HORSEHIDES 
COWHIDES 

SHANKS 
BELLIES 
DEERSKINS 
MOCCASIN COWHIDE. 


A.L.GEBHARDT CO, 





Since 1888 


Specialty Leathers 


Side Horse 


Well known Tonnage ‘ 


KLENZETTE 
ANILETTE 
ROSS-ETTE 


and the popular 


As month ended, prices seemed 
fairly steady. Concessions, as always, 
made to volume buyers. Blue still of 
interest. Other so called high colors 
get moderate attention. White looks 
for big season in smooth and buck 
finishes. 

Heavy combination aniline kips 
still quoted at 56c and down for very 
best, but sales often made on 54c and 
down basis. In less desirable leather 
top price several cents below these 
figures. Full grain aniline kips 
quoted at 65c and down with supply 
limited. Corrected aniline extremes 
48c and down as a rule; up to 50c 
asked for some. Large aniline about 
15c and down. Pigment finished 
leather two to three cents less than 
aniline prices. 

Best tannage chrome sides fairly 
active. In heavy leather prices quoted 
are about 50c and down for kips, 45c 
and down for extremes, 42c and down 
for large. Light leather getting more 
attention with most sales made in 
30's. 


Splits get good volume. Com- 
petition intense as poor suede year 
sends more and more splits into lin- 
ings. Best finished linings bring 18- 
20-22c; others at several cents less. 
Work shoe splits quiet. Same for sole 
and flexible. 

Light weight suedes sluggish but 
heavies continue very active at firm 
prices. Up to about 45c and down 
asked for leading tannages. Blue and 
whites getting new business daily. 


Work Glove dull. Fiscal year- 
end matters including  inventory- 
taking now occupying attention of 
most tanners and glove manufac- 
turers. Except for some, deliveries 
being made to complete previously 
booked orders, there was little 
activity. Very few new sales reported 
and, with holiday dullness prevailing, 
tanners restrict attempts to secure 
any volume business. Most leather 
buyers inclined to mark time until 
after turn of year. LM weight work 
glove splits unchanged, No, 1 grade 
at 14-15c, No. 2 grade at 13-14c and 
No, 3 grade at 12-13c. M weight 
steady at 15-l6c for No. 1 grade, 
14-l5e for No, 2 grade and 13-14c 
for No, 3 grade. 


Garment Leather marks time. 
Prices unchanged this week and, while 
surface indications pointed toward a 
steadier undertone in garment leath- 
ers, actual business rather limited 
due to the holidays. 

Last reported business in sheepskin 
garment leather involved some good 
tannages of suede at 33-34c and 
down, Grain finish moved slowly and, 
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depending upon tannages, brought 
34-36c and down. Cowhide garment 
leather, if anything, showed a little 
more stability following recent 
decline to 30-33c. This development 
seemed to be reflected in the big 
packer light cow market where steady 
interest was shown for further sup- 
plies at the 14%c level this week. 
Horsehide garment leather remained 
rather quiet and nominally unchanged 
at 36c and down for good tannage 
and around 33-34c on the average. 


Bag, Case and Strap hesitates. 
While occasional sale indicated here 
and there, the market for bag, case 
and strap leathers continues season- 
ally quiet. Sellers admit that it has 
required a greater selling effort to 
book new business. Price concessions 
of a cent or so sometimes necessary 
before buyers showed interest. The 
majority of operators in this market 
inclined to mark time until after 
turn of year when they should have 
better idea on what their require- 
ments for leather will be. The period 
between Christmas and New Years is 
usually a slow one and a poor time 
to effectively merchandise finish prod- 
uct. Case leather of 2-214 ounce has 
been holding nominally around 40c 
and 3-3'% ounce at 42c. Grade A rus- 
set strap leather of 4/5 ounce is 
quoted at 49c, 5/6 ounce at 5le, 6/7 
ounce 53c, 7/8 ounce 55c, 8/9 ounce 
57c, 9/10 ounce at 60c¢ and 10/11 
ounce at 63c. Grade B continues 
about 2c less and Grade C 4c below 
the prices quoted above. Premiums 
over russet prices amounting to 3c 
for colors and 2c for glazed. 


CANADIAN REPORT 





Tanners Show 
Higher Shipments 


Gross value of shipments of the 
67 Canadian leather tanneries in 1952 
advanced to $46,601,610 as com- 
pared with $37,879,980 in 1951, 
though the cost of materials used in 
their operations dropped sharply to 
only $27,973,421 against $44,385,- 
680, the Canadian Government has 
just reported, 

Only 3,923 employes were engaged 
in these tanneries in 1952 against 
4,061 in 1951 but salaries and wages 
totalled $10,790,441 against $10,318.- 
606, with employment declining 3% 
but payments to employes rising 
1.6%. 

The industry was centered in On- 
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tario in 1952, since this locality 
accounted for 85% of the total value 
of production, Quebec accounted for 
11%, leaving only 4% for the 
remaining provinces. 

Production of sole leather dropped 
to $7,823,658 in 1952 for 14,093,548 
Ibs. against $9,464,626 for 13,769,291 
Ibs. in 1951. Cattle and horse upper 
leather hides dropped to $15,418,297 
for 42,193,569 sq. ft. in 1952 against 
$19,246,932 for 35,035,740 sq. ft. 
while calf skins upper leather ad- 
vanced to $5,695,391 for 8,891,766 
sq. ft. against $5,416,216 for 6,386,- 
704 sq. ft. Output of others included 
following in 1952, figures in brackets 
being for 1951: sheép skins, $203,148 
($380,893), 932,889 (1,143,290) sq. 
ft.; goat skins, $355,781 ($277,952) ; 
wax splits, $224,003 ($99,333) ; 
chrome splits, $1,741,658 ($2,240,- 
114). 

Hides and skins accounted for 77% 
of the value of materials used in the 
industry in 1952, the remaining 23% 
being accounted for by tanning ex- 
tracts, dyes and other materials. Cost 
value of all items under this classifi- 
cation was $27,973,421 compared 
with $44,385,680 in 1951. 

Hides and skins of all kinds num- 
bered 3,741,088 with weight of 109,- 
220,031 Ibs. and value of $20,006,120 
compared with 3,756,209 skins weigh- 
ing 97,689,838 lbs. and valued at 
$36,742,787 in 1951. The total is 
divided between 1,352,144 imported 
and 2,388,944 domestic produced. 

The tanning materials used had 
total value of $6,387,077, appor- 
tioned by groups as follows: _— 
extracts, $2,518,362; chemicals, $1,- 
154,519; oils and greases, $821 ‘818, 
dyes, $527,077; bark for tanning, 
$5,567; miscellaneous materials, 
$1,059,734. 

Of the 67 plants in leather tanning 
industry, 22 had production valued 
at $500,000 and over; 18 production 
of $100,000 to under $500,000; 7 pro- 
duction of $50,000 to under $100,- 
OOO; II production of $10,000 to 
under $50,000, and 9 less than 
$10,000 production. Amount re- 
ceived in 1952 for custom tanning 
reached $200,709, 


TANNING MATERIALS 


Prices Hold Firm 
Despite Slow Sales 





Tanning materials show little 
change. Trading remains seasonally 
slow but sellers hold to price lists. 
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Same situation in extracts. Tanning 
oils quotations well maintained. 


Raw Tanning Materials 
Divi Divi, Dom., 48% basis shp’t, bag. . .$72.00 


Wattle bark, ton ‘Pair Average’’ $100.00 
‘Merchantabie’’ $ 96.50 


Sumac, 28% leaf . $120.00 

Ground .. a eon ee 8110.90 
Myrobalans, J. 1's Bombay $41.00 

Sorted $46.50 

Genuines 

Crushed 42-44% 
Valonia Cups, 30-32% 
Valonia Beards, 40-42% guaran- 

teed ° : $75.00 
Mangrove Bark, Ecuadorian $54.00 
Mangrove Bark, Colombian $58.50 
Mangrove Bark, 38% E. African $73.00 


guarantecd $56.5 


Tanning Extracts* 


Chestnut Extract, Liquid (basis 
25% tannin), f.0.b. plant 
‘lank cars ... .* 
Barrels, c.1. 

Barreis, l.c.1 


Chestnut Extract, Powdered (basis 
60% tannin), f.0.b. plant 
Bags, c.1 Tee ehe Se 
aS ere rer .. 12.00 


Cutch, solid Borneo, 55% tannin ...... .08% 
Hemlock Extract, 25% tannin, tk. cars 
ckee 0625 

sow son netees 06% 
Oak bark extract, 25% tannin, Ib 

Dbis. G14-G%, ths. .....ccceeveeenes 06% 
Quebracho Extract: 

Solid, ord., basis 63% tannin, c.l. .11 31/64 

Solid clar., basis 64% tannin, ¢.l. .12 3/14 
Wattle extract, solid, c.l., East African 

60% tannin 10 
Wattle extract, solid, , South: African 

60% tannin ....... sevoesece oO 
Powdered super spruce, bean, 

05%; Le.l. ; 
Spruce extract, he, 


Myrobalan extract, solid, 55% tannin.. 

Myrobalan extract, powdered, 60% tan- 
nin 

Valonia extract, powdered, 63% tannin 

Quebracho Extract, Powdered, Swedish 
spray dried, 76-78% tannin .... 

Wattle Extract, Powdered, @weeen, 
73% tannin 

Powdered Spruce, spray " aried, ‘Swedish 

Myrobalan, Swedish, Powdered 68-70% 

Oakwood, Swedish, solid, 60-62% 

Oakwood, Swedish, powdered, 64-66% 


Larchbark, Swedish, solid, 54-56% 
Larchbark, powdered, Swedish spray- 
dried, 58-60% . 0 ober rs ceoene 


Tanners’ Oils 
Cod Oil, Nfid., loose basis, gal. .... vo 
Cod sulphonated pure 25% mois- 
ture sa Kee 12%- 
Cod, sulphonated, 25% added mineral 
11 


Cod, sulphonated, 50% added ‘malneral 
Castor oil, No. 1 C.P. dra. Le.l 
Sulphonated castor oil, 75% 
Linseed oil, tks f.o.b Minn 
drums 
Neatsfoot, 20° C.T 
Neatsfoot, 30° ©.T 
Neatsfoot, prime drums, c.1 
B.@.8, ccccvecves . 
Neatsfoot, sulphonated, 75% 
Olive, denatured, drs. gal 
Waterless Moellon 
Artificiai Moeljon, 25% moisture 
Chamois Moellon, 25% moisture 
Common degras 
Neutral degras 
Sulphonated Tallow, 75% 
Suiphonated Tallow, 50% ........ 
Sponging erent 
Split Ol) - «e 
Sulphonated sperm, 25% moisture. p 14- 
Petroleum Oils, 200 seconds visc., tks., 
f.o.b ° 
Petroleum Oils, 150 seconds visc., tka., 
f.o.b 
Petroleum Oils, 100 seconds Visc., tks. 
f.0.b 


“Imported Extracts are plus duty. 


LEATHER and SHOES 





WINDRAM 


Oualily 


COMBINING — ELASTICIZING 
PLASTICS 
BACKING CLOTH 


WINDRAM 
MANUFACTURING COMPANY 
Established 1867 
3 Dorchester St., So. Boston, Mass, 
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HIDES AND SKINS MARKET REPORT 





More Stability Gives Steadier 
Undertone to Holiday Market 


Big Packer Hides show more 
stability. Further buying interest for 
most selections at recently estab- 
lished lower prices. While demand 
not particularly broad, purchases 
made by tanners prior to Christmas 
holiday considered encouraging as 
this buying, along with dealer pur- 
chases and some export demand, 
cleaned up most of packers’ available 
supplies. Only selection slow to sell 
was branded cows, and some offer- 
ings from distant high freight points 
not taken as readily as more desirable 
nearby points with lower freight 
rates, Otherwise, packers in com- 
fortable position. 

Traders in hide futures took note 
of situation in spot hides and there 
was paaeidenehie switching from 
January to more distant months on 
the exchange and for the first time 
in a long while the later options were 
at premiums over the nearby month. 
In some quarters, there was a certain 
amount of optimism expressed over 
prospects for leather and shoe busi- 
ness next year, 


Because of well sold up position, 
big packers slow to put out new lists 
of offerings as the week opened. 
Several indicated that recent conges- 
tion of the mails during the Christ- 
mas rush had delayed reports on un- 
sold stocks of hides and skins at out- 
side plants. As a result, packer hide 
salesmen not certain of how many 
hides in the various selections had 
been produced but it was certain that 
the kill was down because of the 
Christmas and New Year holidays. 


Independent Packer hides 
slow. The Christmas holiday tended 
to slow down trading by the large 
midwestern independent packers and 
early this week these sellers inclined 
to await developments in the big four 
market before effecting new sales. 
Some interest shown for branded 
steers on the steady basis of 10Yc 
for butts and 10c for Colorados and 
at 144%4c for light native cows. 
Limited call for northern heavy 
native steers and cows as well as 
for some heavy cows from river 





HIDE FUTURES 





Close 

Dec. 30 
January 15.15T 
April 15.20B 
July 15.25B 
October 15.30B 
January 15.30B 
April 15.27B 


Total Sales: 


High Low Net 
for Week for Week Change 
15.23 14.57 +41 
15.30 14.80 +35 
15.32 14.85 +40 
15.40 14,91 +40 
15.35 14.95 +40 
15.25 15.08 +40 


Close 
Dec, 23 
14.74T 
14.85B 
14.85B 
14.90B 
14.90B 
14.87B 
387 Lots 





HIDE AND SKIN QUOTATIONS 


Present 


Heavy native steers 12 -124% 
Light native steers 14% 
Ex. light native steers 16% 
Heavy native cows 12 -12% 
Light native cows 14% 
Heavy Texas steers 10% 
Butt branded steers 104% 
Light Texas steers 

Ex. light Texas steers 

Colorado steers 

Branded cows 

Native Bulls 9 
Branded Bulls 4 

Packer calfskins 38 

Packer kipskins 24 


Month Ago Year Ago 
-144 16 -16% 
-16N 15'4-16 18',-19 
-18N 20 -21N 
-12% 1542-16 
“144% 174-18 
10% 14 
104% 14 
16% 
18% 
12, 12% 
1414-15 
10-11 
9 -10 
4212-482 45 -50 
25 «31 32 -40 


Week Ago 
“12% 14 


NOTE Price ceilings have now been completely ended by the government. All 
remaining goods and services have been removed from price controls. All regulations 
winding up controls require that applicable records be held until April 30, 1955. 
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points. Interest somewhat slow in 
developing for branded cows and 
river heavy native steers. New York 
packers also marked time although 
it was reported that prior to the 
Christmas holiday, one killer sold two 
cars of January Colorado steers at 
10\4c. Otherwise, market well sold 
up and packers generally not offering. 

Small packer hides moving at a 
very slow pace. The majority of small 
packers willing to sell at steady prices 
but unwilling to make concessions 
because of a steadier undertone evi- 
dent in the big packer market. As a 
result, only a limited amount of trad- 
ing and 50-52 lb. avg. hides of good 
quality sparingly at 12c selected fob. 
shipping points. There were a few 
pas i for additional lots of allweights 
of similar average weights, but some 
sellers raised asking prices to 12'%- 
13e. 

There was a little movement of 
split weights such as 30-60s at 12!4c 
with choicer hides bringing 13c fob. 
Lighter hides, meanwhile, slow to sell 
at better than 12c which was accepted 
for some midwest 42/43 lb. avg. all- 
weights. Heavier hides such as 52-54 
lb. avg. and 54-56s last sold in the 
range of 11-12c selected fob. while 
very heavy hides averaging around 
65 Ibs. held at 10c. Small packer bulls 
averaging 80-85 lbs. quotable at 9'/2c 
selected fob. shipping point. 

Country Hide slaughter up. 
With the seasonally colder weather, 
slaughtering at country points pick- 
ing up and production of country 
hides on the increase. At least, more 
offerings of this type of rawstock 
more available of late. A few scat- 
tered purchases made and, while 
sellers usually ask half a cent to a 
cent more, tanners have been able 
to obtain mixed lots containing some 
renderer hides at 9c and various lots 
of locker-butcher hides free of 
renderers at 914-10c flat trimmed 
fob. shipping points for up to 50-52 
lb. avg. allweights. Demand has been 
limited due to the holiday dullness 
but some in trade look for more 
activity after turn of year. In car- 
load lots, glue hides last brought 
7c and country bulls 6c fob. ship- 
ping points, Some small lots of coun- 
try bulis were purchased at 5c fob. 

Calf-Kip Weaker. Since the 
previous review, it was confirmed 
that one big packer sold about 5,000 
St. Louis heavy calf at 38c which was 
considered about 2c under previous 
sale of similar skins. Last trading in 
Wisconsin allweight calf was at 42'c 
for heavy and 45c for light. Not 
much activity in big packer kip and 
overweights and the market for river 
points quoted nominally at 29c and 
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28 respectively. One packer reported 
open to selling some southwestern 
kip at 27c with overweights at 24, 
but not much interest shown in these 
skins. Packer slunks remained un- 
changed at last trading basis of $1.85 
for regulars and 85c for large hair- 
less. Small packer and country skins 
remained about steady. In carload 
lots, small packer allweight calf held 
at 32-34c selected and kip at 17-18c 
although some sellers talked up to 
20c on the latter, selected fob. ship- 
ping points, Last reported carlot busi- 
ness in country skins was at 23c for 


calf and 13c for kip. 


Horse Hides steady. Steady in- 
terest for northern slaughterer horse 
hides shown at prices within last 
trading range of $9.00-9.50 trimmed, 
fob. shipping points but supplies not 
always easy to locate at this level. 
Better quality productions kept well 
sold up and choice heavy average 
northern whole — stock 
premiums ranging up to $10.00 fob. 
and even a shade better. Untrimmed 
hides still nominal at about $1.00 
more, Cut stock steady. Northern 
fronts bring $6.25-6.50 and_ butts 
$3.50-3.75 basis 22” and up. 


commands 


Packer shearlings and clips slow 
and demand selective. Buyers pick- 
ing and choosing among available 
offerings. 

Some additional business involving 
limited quantities reported by big 
packers. No. 1 shearlings ranging 
$1.25-1.55 and fall clips $1.90-2.25. 
No. 2 shearlings sold steady at $1.20 
while No. 3s remained quiet and 
nominally unchanged at 80c. Packer 
lamb pelts of current production 
about steady at $3.15-3.25 per ewt. 
liveweight basis. Full wool dry pelts 
slightly easier at 23-25c¢ fob. western 
shipping points. 

Pickled skins slow. Offerings of 
sheep and lambs at $12.00 per dozen 
had no takes with buyers naming 
ideas around $11.00. 


Dry sheepskins stagnate. Buy- 
ers showing very little interest in vari- 
ous offerings and their ideas continue 
below asking prices. 

Although no reports from Austra- 
lia on auctions of wool sheepskins 
this past week, sellers say shippers 
have again firmed up in their ideas. 

Hair sheep markets also too high 
for buyers here. Selling quarters 
state Europe continues to be a better 
market for Brazil cabrettas and sales 
were made of “specials” at $16.50 per 
dozen fob., whereas buyers’ ideas here 
are 50-75c¢ per dozen less and some 
even have lower views. Regulars, 
however, said to be selling both here 
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and in Europe at $12.50 per dozen, 
fob., although reports of some having 
sold in the United States at $12.00 


fob. 


Pickled skins slow. Relatively 
few sales of New Zealand skins as 
buyers have lower ideas. 

ie 3 purchased 2.000 dozen 
“Longburb” North Island lambs at 
82 shillings and 2,000 dozen “West- 
field” lambs at 76 shillings while a 
lot of “HBMC” lambs sold at 71 shill- 
ings without any other details. Sales 
to U. S. of North Island lambs at 
from 70-76 shillings, as to brands. 


Domestic market nominally un- 
changed with late sales of sheep and 
lambs at $11-12 per dozen, as to lots 


and inside nearer buyers’ views now. 


Reptiles seek buyers. Most buy 
ers out of the market. 

Brazil back cut tejus, 20 60/20 
selection, available at 62c¢ fob. and 
buyers have much lower ideas, No 
specific bids made but sellers would 
have to come down below 60e fob. 
before buyers will be interested. As 
not many skins available at origin, 
both sides sparring for time. Some 
small sales have been passing at un 


One of the nation’s well known tanners (some years 
ago) found his leathers were not running uniform; 
quality varied; costs too high. To offset competition's 
inroads he had to find a solution. Our demonstrator 
showed him the effective value of one barrel of 
“ADE II TAN” for shortening his tanning time, with two 


other important results:—1. Increased production with- 
- out increase in tanning equipment; 2. Uniformly better 


POSITIVE PROOF. .. 
TEST A SAMPLE... 
SEE FOR YOURSELF 


quolity leather...Result? Today he is using"ADE Ii TAN” . 
in carload lots. Tanning time cut 25% to 50%; costs 
reduced! “ADE |i TAN” may be just the material you 

- need, if you have a production problem to solve. An 


actual demonstration on request. 


THE TANNADE COMPANY 


MAHUFACTURERS OF 


2136 DOMINICK STREET © CHICAGO 14, 1LLINOIS © ULE. A. 
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der the 65¢ fob. level previously 
asked, Giboias offered at 40c fob. 

India market also slow and nomi- 
nal, Some offerings of Madras bark 
tanned whips, 4 inches up, averaging 
4'\% inches, 70/30 selection, com- 
bined with skins averaging 4°, inches 
at 47¢ and no counter bids obtainable. 

Wet salted Agra back cut lizards, 
9 inches up, averaging 10 inches, 
80/20 selection, available at 24c, the 
last trading basis, but buyers are 
either out or talk less. The 8 inches 
up, averaging 9 inches, last sold at 
l6c and 10 inches up, averaging 11 
inches, at 3le but buyers’ views lower 
now, 

Some alum tanned water snakes, 3 


inches up, averaging 31% inches, 
70/30 selection, available at 12c but 
little interest evident. 


Deerskins Draggy. Brazil “jacks” 
holding steady with relatively few 
offerings and some shippers trying 
for advances. Some Maranhao-Para 
“jacks” held at 55c fob., basis import- 
ers, whereas last confirmed sales of 
Manaos-Para “jacks” at 60c, basis 
manufacturers and Maranhaos 
brought slightly higher. 

No change in New Zealand or Siam 
markets. Buyers showing relatively 
little interest at the present time. 


Pigskins at odds, Although pri- 


mary markets are firm, this is prin- 
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cipally due to dealer and European 
buying. 

Some Para grey peccaries sold at 
$1.60 and blacks at $1.20, basis man- 
ufacturers, whereas other sales of 
greys at about 15-20c more. While 
Manaos grey peccaries sold at $1.80 
fob., basis importers, and blacks at 
$1.35 basis manufacturers, most buy- 
ers’ ideas lower. 

Following sales of Chaco carpin- 
chos at up to $2.70 basis manufac- 
turers, most buyers’ ideas now are 10- 
20c less and even at the lower levels, 
not too much interest. Shippers at 
origin, however, holding quite firm. 


Goatskin Prices Steady 


INDIA & PAKISTAN Today Last Monw 
Amritsars (1200 Ibs.) ...$8'%-9 $8%-9 
Best Patnas $6%, 
Muzaffarpurs $7% 
Dinajpurs \ Nom. 

° Nom 
Calcutta Kills Nom. 
Coconadas (1.70/1.80 Ibs.)$9 4 $94 
Deccans (1,70/1.80 Ibs.) ..$9'% $94 


CHINAS 

Szechuans, Ibs. Nom 
Hankows, Ibs. ........... Nom 
Chowchings, dz. 


MOCHAS 
-$8.00 $8.00 
Nom. 
seeeee 810%-11 $10-10.65 
Batie types ve ee 88% -OK $9.00 
Addis-ababas . Nom. 


AFRICANS 

ED G00. 66 ruse cece ce cnn DORE Nom. 
Casablancas ............. Nom Nom. 
BEGPTOMCER ao cccccccccces NOM. Nom 
Constantines Nom. Nom 
See ee ee Nom. 
Tangiers » Nom Nom, 
West Province Ex. Lts. .. Nom Nom. 
Port Elizabeth Ex. Lts. .. Nom Nom 
Nigerians, Ibs. ‘ $1.00 
Mombasas, dz. $5'%-9y 


LATIN AMERICANS 

Mexicans 

Matanzas, etc. (fat) .... Nom Nom. 
Nom, Nom. 


Barquisimetos ........... 40%c 394 
40%e 39'%e 

Maracaibos . Nom Nom 
Nom Nom 


Colombians 
Rio Hache .... Nom Nom. 
Nom. Nom. 


West Indies 

Jamaicas . 7T0\4e 7T0%e 
Haitians 44e 42-44¢ 
San Domingos Nom 34% -41c 


82c 
82c 
Nom 


44-45¢ 44 
. 45e 45¢ 


January 2, 1954 





BIRTH OF 4 NEW MEN’S SHOE men’s leaning toward the conserva- 
tive-—the idea that fashion for fash 
ion’s sake is for women. not men. 





Hence the demand for comfort and 


Creative Styling In Men's good fit first. 


But men want new fashion. 
s And here’s where the designer really 
Footwear Is Tough Assignment goes to work—but again with some 
restraints and restrictions if the new 
style is to be acceptable. He mus 
The three most important factors sult of “psychological conditioning.” design a shoe bers good + nage 
influencing the creation of a new For example, the accepted theme, the “old” yet with a twist of the 
men's shoe style are comfort, eye- “comfortable as an old shoe,” is as- “new” incorporated. Men tend to 
appeal and adaptability, in that sociated with men’s shoes. Also, resist drastic or sudden changes. They 
order. ae 
Styles aren't just born in the minds 
of inspired creators and sent to mar- 
ket. The original runs the gauntlet of 
a number of critics until the final and 
accepted end product is actually a 
“composite” style. 
The factors that influence men's 
shoe aoe are "different than 


those influencing women's or juvenile 

footwear. Men's shoe designers deal 

with a tough customer with highly 

specialized tastes and certain ''bar- f 
riers" that must be overcome. But or 


it's being done with accelerated suc- 
cess. Here's how and why. genuine shell cordovan — “the platinum of 














It’s pretty much taken for granted leathers” — for shoes, men’s belts, military 
that fashion is the most potent motiv- 
ating force in shoe business—-more 
powerful than price, quality, fit or for tips on children’s shoes. 
other factors. Shoe business revolves 
around appeal to the eye. 

But how is a style born? Depend- 
ing upon the field, the method of con- 
ception is different. In women’s shoes 1525 W. HOMER STREET* CHICAGO 22, ILLINOIS 
it’s primarily coordination—the in- 
fluence of apparel on footwear de- 
sign. In juvenile shoes it’s largely 
a matter of fit—the vital need to con- 
form to the function and growth fac- 
tors peculiar to juvenile feet. 

And in men’s? What are the im- 
portant factors that determine a new 
style. When an “idea” is born, how 
is it fashioned into a new men’s style 
that meets with the peculiar demands ; 
of men when it comes to the new in ee ee Ee eb 


belts and holsters, and shark print cordovan 


KAYE & BARNES, INC. @ 935 South Street, Boston FRED SCHENKENBERG @ Dallas, Texas 
A. J. & J. R. COOK, INC. @ 1,08 Angeles and San Francisco HARRY BLOCH @ Havana, Cuba 





is 


shoes? : ‘.. 
LeaTuer AND SHoes interviewed | Better than yoy ever thought they could be made. 
a number of leading men’s shoe de- a Try them and be Convinced! 


signers, manufacturers and others. 


Here is the composite of answers as SD ge ag 


to “how a men’s shoe style is born.” ie Dies in the Southern, Midwest 
Comfort is first. Unlike in wom- ef and Western Territories. 

en’s (where fashion is first), or in ae Aad 0s slweys the finest 

juveniles (where foot growth and foot a Walker, Clicker, Mallet 

function considerations are first), 6 Handle, Freeman Model N 

men’s designers must give first con- and all other types of 


sderati . ' Cut-Out, Perforation and 
sideration to comfort and good fit. gy Stag 


As one leading designer put it, “The 
handsomest shoe won't get to first 
base in the men’s field unless it’s a INDEPENDENT DIE AND SUPPLY CO. 
good fitter and has that important LaSalle neor Jeflerson, $1. Lovis 4, Mo., Phone: Grand 2143 


feel of ‘old shoe’ on his foot.” 


Shoemen believe that this is the re- 


Associate 
NEW ERA DIE CO Mapleside Place, Red.lion, Pa 
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want the transition from old to new 
to be gradual. 

A couple of examples. The moc- 
casin or loafer-type shoe is an “old” 
and acceptable pattern. But the fairly 
recent “new” twist was the addition 
of tassels. Men accepted the tassels 
because of the tie-in with the con- 
ventional moccasin or loafer type. 

Take men’s mesh shoes. All-over 
mesh shoes for men, unlike in wom- 


en’s, wouldn’t have had a chance of 
mass acceptance. The designers, with 
an intimate knowledge of their cus- 
tomer, again introduced mesh by 
combining the old with the new. A 
mesh plug, for instance, on a con- 
ventional oxford or slipon. In short, 
except for the mesh plug the styles 
using these meshes are basically con- 
ventional. Yet, over-all, mesh shoes 
became a “new” style. 





PLANT 





} 


KID SUEDE 


INTERNATIONAL TICKET CO. 


NEWARK 4 N j de a Ba 


CARR-BUCK 





TO SPEED PRODUCTION 


Serially numbered, piece work facky 


or tags 


GRAIN CALF 


CARR LEATHER CO. 


183 Essex St 


Boston, Mass 


Tanneries at Peabody 


SOFT - COLORFUL - FINEST FULL GRAIN 


GLUV TANNAGE SIDES 
ANILINE OR PIGMENT FINISH 





CHROME SPLITS 


PIGMENT FINISHED FOR UPPERS 


SWATCHES? CERTAINLY! 





LEATHER and SHOES 


The male isn’t resistant to new 
fashions. He merely accepts them 
slower. Take color, for example. 
Over the course of a year about 70 
percent of all men’s dress and sport 
or casual shoes fall into the brown- 
tan group, and another 15-20 per- 
cent are black. The remainder go 
into “colors.” But even here the 
colors haye tended to be somewhat 
conservative: navy blue, greys, a few 
dark greens, etc. 


oh 


Breaking the “color barrier 
in men’s footwear has been a slow 
process, but it has been broken. An 
initial indication is the mass accept- 
ance of colorful canvas-rubber foot- 
wear in pastels or even brilliants. 
Obviously, this will ease the way to- 
ward more color variety in regular 
types of shoes. Still a slow process, 
but designers feel it’s definitely on 
the way. And in fashioning their new 
creations they must keep this “color 
conservatism” well in mind. 

Apparel coordination is another 
strong influence. Footwear must fol- 
low the theme in men’s ready-to-wear. 
For example, a trend to heavy tweeds 
in men’s suits brings with it the 
broguey look in shoes. Or, as clothes 
become trimmer, dressier, the shoes 
go lighter, sleeker, with fewer orna- 
mental touches. 

However, the influence of apparel 
coordination isn’t as strong with men 
as with women, in terms of footwear 
particularly. This is a major problem 
of designers—the effort to drive home 
to manufacturers and retailers and 
male consumers the importance of 
footwear fashion coordination. For 
only with the acceptance of this 
can there be any real hope of build- 
ing extra pairage and the shoe-ward- 
robe idea. 


Where do the ideas come 
from? From everywhere. Apparel 
coordination, as we’ve mentioned, is 
one important factor. Adaptation of 
current European style trends is an- 
other. Suppliers offer practical in- 
spirations; for instance, a new leather 
suggests a new style; or the introduc- 
tion of a new last lends itself to new 
pattern treatments. And, of course, 
the retailer on the front lines, who is 
quick to note consumer shifts in 
tastes. 

But for all the designer’s creative 
talent, his newborn baby seldom re- 
mains in its original form. Here the 
series of “adaptations” begin: the 
manufacturer and retailer making 
changes; the suggestion of a new ma- 
terial or ornamentation. Everywhere 
along the line come “suggestions” 
that alter the original designs of even 
the most experienced creators. Result 
is usually a “composite” shoe. 
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DEMAND TARIFF WALL 





Rubber Footwear 
Makers Cite Peril 


Say they may lose domestic markets 
same way they lost foreign markets 


Rubber footwear manufacturers 
tell Congress that tariffs must be 
preserved if these domestic produc- 
ers are to compete fairly with im- 
ports. They say the "Trade Not Aid" 
slogan has thrown tariffs out of true 
focus. 


A group of 14 leading rubber foot- 
wear manufacturers representing the 
Rubber Footwear Division of the 
Rubber Manufacturers Association 
told the Commission on Foreign Eco- 
nomic Policy that unless present 
U. S. tariffs are maintained, these 
producers will suffer from unfair 
foreign competition. 

The group stated that it “favors 
free enterprise and free competition, 
but insists that before competition 
can be free it must be fair. They 
have no fear that foreign producers 
will outpoint them in efficiency or 
industry.” 

The rubber footwear producers 
informed Congress that their prod- 
ucts are essential to the national wel- 
fare and security. During World 
War II, said the group, more than 
45,000,000 pairs of rubber footwear 
were made for the armed forces. 

The domestic group related to the 
Commission how they were driven 
out of the export field by foreign com- 
petitors who “copied American de- 
signs and methods. In 1919, the 
American manufacturers held 59 per- 
cent of the world’s export meats 
for rubber footwear. By 1930, the 
U. S. had only two percent, while 
Czechoslovakia had eight percent 
and Japan held 63 percent.” 

The rubber footwear makers told 
Congress that it is imperative that 
they at least hold the U. S. market, 
which cannot be done without com- 
pensatory tariffs on competing im- 
ported goods. 


New Tanning Machines 


Claimed to be the first fully hy- 
draulic taffMing machines ever pro- 
duced, Luigi Rizzi & Co., Italy, is 
presenting a new line of machines for 
unhairing, fleshing, scudding and 
beaming, wringing, setting-out and 
resetting. 

According to the company, the 
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original use of a single hydraulic 
power unit, with elimination of vari- 
ous electric motors and many com- 
plicated gears, has resulted in un- 
usually simple and compact models 
for high speed and efficiency opera- 
tions. 

A single hydraulic device com- 
mands opening and closing, feed mo- 
tion and grinding. Another improve- 
ment permits variable feed-speed in 
an easy, continuous process. Thick- 
ness adjustment and blade cylinder 
approach are a split-second operation 
due to a single hand wheel. 

U. S. representative for Rizzi is 
Monteleoni, Inc., New York City. 


It's Ecclesine Again 


George Ecclesine has been re- 
elected as president of the Boot and 
Shoe Travelers Association of New 
York, by a unanimous vote. Re- 
election to this office, states the Asso- 
ciation, is “a decision made only 
rarely in the past.” 

Other officers were also re-elected: 
Anthony Favor, Ist vice president; 
Herbert Spahn, 2nd vice president; 
Charles Havranck, 
tary: O. E. Hoskinson, treasurer. 
William Monsees, formerly 3rd vice 
president, was elected as assistant 
secretary. 


executive secre- 





FYELETS 





THE BEST IN EYELETS AND 
EYELET SETTING MACHINES 








ATLAS TACK CORP. 


FAIRHAVEN, MASS. 








EAGLE 
Corrected Grain 
Elk Sides 
MERICAN 
" Grain 
rints 


OTTAWA 
Corrected Grain 
Elk Sides 


WOLVERINE PRINTS 


Corrected Grain 


HAVEN SIDES ROAMER SIDES 


SALES OFFICES IN PRINCIPAL CITIES 


Chrome 
SKUFNO 
FLEXIBLE SPLITS 


Combination 


TUFTOE 


EAGLE-OTTAWA LEATHER COMPANY, GRAND HAVEN, MICH. 


“KORN LEATHER COMPANY 


Side Leather 


MEN’S AND WOMEN'S 
IN THE POPULAR PRICED RANGE 





PEABODY, MASS., U. S. A. 
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News Quicks 


About industry happenings coast to coast 





Maine 

® Union employes of Saxe-Glassman 
shoe shop, Saco, recently attended a 
meeting called by officers of the local 
United Shoe Workers Union of Amer- 
ica, CIO. The workers unanimously 
voted to have the working contract, 
which expires in August, 1954, ex 
tended for an additional year provided 
that management grant holiday pay 
and increased insurance benefits when 
negotiations for a new contract are 
discussed. 


Massachusetts 

® According to figures compiled by 
the Massachusetts Department of La- 
bor and Industries, Lynn’s six leather 
establishments employed an average 
total of 720 workers and produced 
goods valued at $10,619,236 in 1951. 
Peabody, with its 71 leather estab- 
lishments, put out products valued at 
$66,370,831 and had an average of 
3,575 workers. The totals for the en 
tire state were: 162 establishments, 
8,362 workers, and $194,779,346 
worth of products, 


Massachusetts 


®@ An assignee’s sale at auction of shoe 
machinery, equipment and merchan 
dise of Knights-Allen Co., Inc., 403 
River St., Haverhill, manufacturer of 
men’s and women’s slippers, was held 
this week. 


Missouri 

® Edison Brothers Stores Inc., St. 
Louis, operator of Baker’s, Burt's and 
Chandler’s shoe stores, reports consoli 
dated sales of $5,883,524 for Novem- 
ber. This is a decrease of 6.79 percent 
from last year’s figure of $6,311,861. 
However, for the 11 months ended 
November 30 sales amounted to $72,- 
401,557 as compared with $71,226,508 
in the same period in 1952, This is a 
1.65 percent increase. 


New Hampshire 

® George Fecteau, president of the 
New Hampshire State CIO Industrial 
Council and national director of the 
United Shoe Workers of America, 
CIO, has been appointed by Gov. 
Hugh Gregg as one of two delegates 
to represent New Hampshire’s organ- 
ized labor at the 20th National Con- 
ference on Labor Legislation to be 
held in Washington, D, C., February 
24-26. 


34 


® Many New Hampshire shoe fac- 
tories were affected by electrical 
power failure on Decermber 22 when 
one of the seven switches blew out at 
the Gregg sub-station of the Public 
Service Co. of New Hampshire. The 
big power system was crippled for 
periods ranging from a few minutes to 
an hour, with the Greater Manchester 
and Concord area experiencing the 
longest disruption in service. 


New York 
® L. F. Davis Co., 10 W. 33rd St., 
New York City, has been recently or- 
ganized by Lawrence F. Davis. 


® A. G. Salamander, Kornwestheim, 
West Germany, largest shoe factory in 
Europe, has opened a showroom at 47 
West 34th St., room 425, New York 
City. The Salamander agency in the 
United States is headed by Herman L. 
Atlas. 


Ohio 
® United States Shoe Corp., Cin- 
cinnati, has declared a year-end divi- 
dend of 50 cents on common, payable 
January 24, and its regular 25-cent 
quarterly, payable January 15. 


Pennsylvania 
© Cc. F. Rumpp & Sons, manufac- 
turer and importer of fine leather 
products, has assigned its account to 


McKee & Albright, Inc., Philadelphia. 


Virginia 

® Virginia Shoe Co., 195 Ford St., 
Fredericksburg, manufacturer of chil- 
dren’s shoes, is contemplating the con- 
struction of a new plant south of the 
city to replace its present manufactur- 
ing factory. The company’s ware- 
house and other facilities would re- 
main at their present location. Some 
10 to 25 workers might be added over 
a six months’ period to the plant’s 300 
working force if the new building is 
constructed, 


® The old Patch’s Tannery build- 
ing, Twenty-second and McDonough 
St., Richmond, burned to the ground 
recently. Completely destroyed dur- 
ing the four-alarm blaze, the building 
had been used as a storage warehouse 
for empty barrels by Richmond Bar- 
rel and Box Company. 
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Wisconsin 

® A sales conference was held recently 
for some 70 Albert H. Weinbrenner 
Company representatives. T. K. Sei- 
berling, vice president of Seiberling 
Rubber Co., Akron, Ohio, Hans Kroto, 
executive vice president of Cambridge 
Rubber Co., Boston, Mass., and John 
Dickinson, vice president of Albert H. 
Weinbrenner Co., Milwaukee, were 
featured speakers at the meeting. 


Japan 
© Japan Leather Manufacturing Co., 
Tokyo and Osaka, is the first Asiatic 
associate member of the National Hide 
Association. The company has a New 
York City office at 30 Church Street. 


Bridges, Schnitzer to Talk 


Sen. Styles Bridges (R.—N. H.) 
will be principal guest speaker at the 
New England Shoe and Leather Asso- 
ciation’s 85th Annual Meeting to be 
held Wednesday evening, Jan. 13 at 
the Hotel Statler, Boston. 

The meeting will open with the cus- 
tomary cocktail reception in the Im- 
perial Ballroom followed by a steak 
dinner served to some 800 shoe and 
leather executives who are members 
of the industry’s oldest trade organ- 
ization, 


Sen. Styles Bridges 


Sen. Bridges’ address is entitled 
“Looking Ahead.” It will be rebroad- 
cast over radio station WBZ in 
Boston. 

Other guest speaker on the pro- 
gram will be the country’s outstand- 
ing shoe and leather expert—Julius 
G. Schnitzer. Schnitzer will talk on 
“The Outlook For Hides, Leathers 
and Shoes In 1954.” He is currently 
Director of the Leather, Shoes and 
Allied Products Division of the Busi- 
ness and Defense Services Adminis- 
tration in the U. S. Department of 
Commerce.” 
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PEOPLE 


About industry personalities coast to coast 





© Jj. D. Lippmann, president of 
Textileather, has recently returned 
from a tour of England and Europe 
where he made arrangements for the 
exchange of technical information 
with several overseas plastic cloth and 
sheeting manufacturers. Lippmann 
also made agreements with some ma- 
chinery manufacturers to be kept 
abreast of new developments or proc- 
esses which would affect the plastic- 
coated fabrics industry. 


® Louis Majewski, Sullivan, Mo., 
has recently been named superintend- 
ent of the Jerseyville branch of Inter- 
national Shoe Company. Employed by 
the company for the last 24 years, 
Majewski was at _ International’s 
Springfield, Mo., plant for 23 years 
and for the last 10 months has been 
superintendent at Sullivan. 


® Gross value of the estate of Albert 
Helmrath, 99 Woodland Avenue, 
Summit, New York, former leather 
importer, amounted to some $1,084,- 
295. Stocks and bonds account for 
$642,323 of the gross, including over 
$85,000 in the stock of A. Helmrath, 
Inc., of New York. 


® Clark R. Gamble, president of 
Brown Shoe Company, Inc., St. Louis, 
ivfo., has been elected as a director of 


the Ann Arbor Railroad Company, a 


subsidiary of the Wabash Railroad. 


® As of December 31, 1953 Ludwig 
Weill has elected to retire as Secretary 
and Treasurer of Leather Trading Cor 
poration. 


@ James H. Cunningham has re 
cently been appointed to cover the 
New England area and New York 
State (excluding Metropolitan New 
York) for the R. J. Potvin Company, 
Brockton, Mass. Cunningham will re 
side in Northboro, Mass. 


® Paul Zellweger, general manager 
of Pfaff Industrial Sewing Machine 
Corporation, will fly to the Pfaff fac 
tory in Kaiserlautern, Germany, this 
week, During his absence, Irving Stein- 
bach will be in charge of Pfaff opera- 
tions in this country. 


© H. W. Rollman, president of 
Wellco and Ro-Search, Waynesville, 
North Carolina, is leaving on a trip 
around the world beginning February 
Ist, 1954. Rollman plans intensive 
coverage of all of Oceania, Asia, Af 
rica, and South America to sign new 
agreements for the Wellco-Ro-Search 
process of footwear manufacture. He 
will also visit the existing afhliated 


tactories located on these continents, 


Walter S. Kaufman, 


president will act for Rollman in his 


executive vice 


absenc ce. 


@ Past President Abe Drasin of Wol 
verine Hide ¢ ompany, Grand Rapids, 
presented a Distin 
guished Service Certificate to Edgar 
K. Orr, President of Edgar S. Kiefer 


Grand Rapids, signify 


Mic wl rece ntly 


Tanning Co., 
ing that this tannery was the recipient 
of the Medal of Merit in 1953. This 
award is given annually by the Na 
tional Hide Association to the person 
or firm “rendering the greatest service 
to the hide and leather industry” dut 


ing that particular year, 


®@ The prize heifer owned by George 
H. Elliott of George H., | lliott & Co., 
Chicago, was a runner up at the na 
tional Livestock Show in Chicago 

ribbon to its 


thus, adding another 


C hampionship collection, 


© Brown Shoe Co, has named J. 
Richard Johnston as manager of the 
franchise stores division where for the 
past three years he has been assistant 
manager. In 1954 Brown Company 
intends to place greater emphasis on 
merchandising and promotional phases 


of the franchise division. 


® Charles R. Arnold, retail general 
manager of I, Miller & Sons, Inc., r 
tail operations in the New York area, 
has been appointed head of the com 
pany’s entire retail operations, He will 
now supervise retail outlets in Phila 
Washington, and 


delphia, Baltimore, 


Atlantic City. 
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COMPOUNDS ~ LIQUID EXTRACTS 
AMERICAN EXTRACT CO. ...°° 





Not merely a name, but 
a brand of Distinctive Ex- 
cellence. 





MANUFACTURING SPECIALISTS—FATLIQUORS, SULPHONATED OILS, 
HARD GREASES AND SOAPS FOR TANNERS 


The Services of our Research Laboratory are at your Disposal. 


WHITE & HODGES, INC. 


Everett, Massachusetts 


(Boston Postal District) 
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Canadian Notes 





® International Shoe Machinery 
Corp. of Canada (1953) Ltd., has 
been incorporated by federal charter 
issued in Ottawa, with the head office 
to be in Montreal and the authorized 
capital as 2,000 5% non-cumulative 
redeemable preferred shares of the par 
value of $100 each and 200,000 com- 
mon shares without nominal or par 
value. Incorporators are William E. 
Bronstetter, George G. Kohn, Peter 
R. D. MacKell, Evelyn Lehman, and 
Jessie Stein, all of Montreal. 


© The latest official nationwide sur- 
vey reveals there were 19,461 em- 
ployes engaged in the leather boot 
and shoe manufacturing industry 
on Oct. 1, 1953 but employment in 
this Canadian industry dropped to 
93.7 on that date against 98.9 a year 
earlier on same date, based on 1949 
being 100. 

Likewise, average weekly salaries 
and wages declined to $39.06 on this 
date against $39.24 a year earlier but 
average hourly earnings moved up to 
93.7c against 89.9c, with the average 
hours of work per week dropping to 
58.3 against 40.7 a year ago. Wage- 
earners in the industry numbered 
13,239 on this date and their average 
weekly wages declined to $35.89 
against $36.59, 

Of the 19,461 employes, 10,769 
were men or 55.3% and 8,692 women 


or 44.7%, whereas a year ago men 
comprised 55.2% and women 44.8%. 


® Select Leathergoods Ltd., has 
been incorporated by federal charter, 
with the head office to be in Toronto. 
Incorporators are Peter J. Baldwin 
Lash, John B. Clements, and Nola B. 
Holdaway, all of Toronto. 


® Snow and colder weather combined 
suddenly last week to boost sales of 
winter footwear in many areas of 
Eastern Canada after a serious setback 
in volume of such business so far this 
winter. Galoshes, rubber boots and 
fleece-lined led the sales parade. 


® English Leather Goods Co., Ltd., 
Toronto, has made an assignment in 
bankruptcy and Herbert G. Gordon, 
C.A., has been appointed trustee of the 
estate, 


® Latest nationwide survey of 
leather footwear manufacturers across 
Canada reveals value of their inven- 
tories is continuing to decline, drop- 
ping again to 149.6 in Sept., 1953 
compared with 153.7 in the preceding 
month and 155.9 the month before, 
based on 1947 equals 100. 

Ever since last year May such in- 
ventories had been rising until the de- 
cline in Aug., which is apparently still 
continuing. 

Likewise, the Canadian Government 
reports that the value of shipments of 
such leather footwear makers dropped 
in Sept., to 144.0 against 155.2 in pre- 
ceding month and 151.4 in same 
month a year earlier. 





Deaths 





Walter F. Getzlaff .. . 61, former 
shoe superintendent, died recently of a 
heart ailment in a Sheboygan hospital. 
Before retirement he was superintend- 
ent of Leverenz Shoe Company, She- 
boygan. Born and reared in Milwau- 
kee, Getzlaff was a graduate of North 
Division high school. Surviving are 
his wife, Clara; a son, Russell R., Kala- 
mazoo, Mich., and a brother and three 
sisters. 


Anthony F. Junker .. . 65, shoe sup- 
plies executive, owner and president of 
A. F. Junker Company, Everett, shoe 
fabric combiner, died recently at his 
home, 31 Morrison Ave., Wakefield, 
after a long illness. A_ resident of 
Wakefield for seven years, Junker was 
a member of the Automotive Boosters 
Club of New England. He is survived 
by his wife, Mrs. Irene Junker; a son, 
Anthony R. of Medford; and a daugh- 
ter, Mrs. Daniel F. O’Brien of Wake- 
field. 


William T. Martin . . . 83, retired 
footwear wholesaler, died in Ottawa 
recently after a long illness. Martin 
operated in Ottawa for 34 years and 
traveled throughout the north country 
for some 54 years in connection with 
the footwear business. 
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STORES: BOSTON, 97 SOUTH ST. 


Our Seal of Quality 


FULL CHROME LAMBSKINS WITH COMBINATION TANNAGES TO MATCH. 
GARMENT SUEDES AND GRAINS — GLOVE LEATHERS — SHEARLINGS 


WINSLOW BROS. & SMITH COMPANY 


@ CHICAGO, 173 NO. FRANKLIN ST. 


@ NEW YORK, 12 SPRUCE ST. 
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LAMBSKINS 
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CLASSIFIED ADVERTISING 








Wanted and For Scale 





Blue Splits Wanted 


BLUE SPLITS WANTED. Car or truckload 
quantities. Untrimmed or trimmed. Also Blue 
Shoulder Splits, etc. Steady user 


Address A-1, 


c/o Leather and Shoes, 
300 W. Adams &8t., 
Chicago 6, Ill. 





Dealers and Manufacturers 
Crocodile Wet Salted 
Skins 


Stock ready for shipment, 12,000 inches, 
10 inches UP, average 15 inches, 90-120. 
Monthly production 5,000 inches. Make 
your offer to: CASA ZAPIRAIN, 772 
Santa Mesa Biv., Manila, P. 1. 


Rates 


Space in this department for display ad- 
vertisements is $5.00 per inch for each 
insertion except in the ‘‘Situations Wanted"’ 
column, where space costs $2.00 per inch 
for each insertion. 

Undisplayed advertisements cost $2.50 per 
inch for each insertion under ‘Help 
Wanted”’’ and ‘‘Special Notices’’ and $1.00 
per inch for each insertion under ‘‘Situa- 
tions Wanted.’’ 

Minimum space accepted: 1 inch. Copy 
must be in our hands not tater than 
Monday morning for publication in the 
issue of the following Saturday. 
Advertisements with box numbers are 
strictly confidential and no information 
concerning them will be disclosed by the 
publisher. 


THE RUMPF PUBLISHING co. 
wh 


300 W. Adams 8t. cago 6 




















Dinker for Sale 


FOR SALE: 48-inch four post U. 8. shoe ma- 
chine dinker, in perfect condition, with motor 
and block. Cal! or write: 

Diamond Cap Co., 


300 Spruce 8t., 
Philadelphia, Pa. 





For Sale 


1—50” Curtin-Hebert Buffing 
Machine with motor, late- 


style. 
1—48” x 26”, Model 8-E Sheri- 
dan Press. 
1—Baker-Layton Seasoning 
Machine—Belt 5-ft. x 19-ft. 
with variable speed drive 
and stainless steel roll and 
front pan. 
2—Stehling Hydraulic Wring- 
ers, 6-ft. 
1—6-ft. Drum Setting-Out Ma- 
chine with movable cylinder. 
1—82” Model “S” Fleshing 
Machine. 
30—Toggling Frames with yokes 
—5%-ft. x 13-ft. wide in- 
side measurement. 
30—Toggling Frames — 9-ft., 7 
in. long x 55” inside meas- 
urement. 
2—Slocomb Staking Machines. 
Address A-2, c/o Leather and 
Shoes, 300 W. Adams St., Chi- 
cago 6, Ill, 














Help Wanted 





Tanner 
OPPORTUNITY for man with experience to 
take complete charge of medium size tannery 
producing sheep and goat for glove and gar- 
ment trades. All replies confidential 
Address A-3, 
c/o Leather and Shoes, 
300 W. Adams 8t., 
Chicago 6, Ill 


. 
Chemist 
EXCELLENT OPPORTUNITY available for 
chemist experienced in the manufacture and 
sale of leather finishes, including resin and 
plastic finishes. Well known and established 
manufacturer located in metropolitan New York 


area. Address A-4, c/o Leather and Shoes, 300 
W. Adams St., Chicago 6, Il. 
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Salesman Wanted 


SALESMAN WANTED to handle sole leather 
products for the Finding Trade. (Many terri 
tories open.) State previous exper‘ence. Com- 
mission basis For full particulars write to 
A-5, c/o Leather and Shoes, 300 W. Adams 8St., 
Chicago 6, Il 


EXPANSION OPPORTUNITY 


ESTABLISHED chemical and dyestuff firm ts 
anxious to extend its activities in the textile 
leather and specialty field Excellent oppor 
tunity for one with required background, Ad 
dress Box O-2, c/o Leather and Shoes, 20 
Vesey St., New York 7, N. ¥ 





Situations Wanted 





Asst. Superintendent 


ASSISTANT SUPERINTENDENT of tannery 
producing chrome retan insole type 1 and out- 
sole, novelty and lining leathers from bellies 
and shoulders, desires to make change 30 
years old, 8 years’ experience in productton 
supervision, and administration Interested in 
anything that offers future based on ability 
Address M-13, c/o Leather and Shoes, 300 W 
Adams S8St., Chicago 6, Ill 


LEATHER SALES OR 
ADMINISTRATION 


Experienced, energetic hard working young 
man, with knowledge of selling and converting 
Sheep, Skivers, Splits, and Cowhide, desires 
worthwhile position, preferably in N.Y.C. area 
but would relocate Understands users’ prob 
lems of trimming, cutting and cementing. Has 
successfully handled challenging administrative 
and sales duties. Address Box O-1, c/o Leather 
and Shoes, 20 Vesey St., New York 7, N. Y 
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Get Away 
from Your 
Desk... 
but stay 
on the job! 


Did the doctor ever tell you 
you should relax more . . . and 
did you say, under your breath, 
“Yeah, but who’s going to do 
my work?” 


Why not do both? Why not 
get away from your desk for a 
few minutes every day but still 
stay on the job? 


Take time off to laugh—that’'s 
the greatest relaxer in the world 
—and here’s how you do it: Get 
a copy of “Shoeman’s Holiday” 
at $1.50 (soft cover) or $2.50 
for the hard cover. 


Keep it on your desk. It'll give 
you the daily “breather” you 
ought to have and help you see 
the lighter side of shoe business. 


Save doctor bills. Order your 
“Shoeman’s Holiday” today — 
the book that makes business 
easier. 


s 


S 
goer id 


Published by 


The Rumpf Publishing Co. 
300 W. Adams Street 
Chicago 4, Illinois 
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Coming Events 


Letters 


Index to Ads 





Jan. 31-Peb. 3, 1954 ~~ 40th Anniversary 
Mid-Atlantic Shoe Show, sponsored by 
Middle Atlantic Shoe Travelers, Manufac- 
turers and Wholesalers. Benjamin Frank- 
lin, Philadelphia, Pa. 


Feb. 14-16, 1954—Factory Management 
Conference. Sponsored by National Shoe 
Manufacturers Association. Netherlands 
Plaza Hotel, Cincinnati, O. 


February 27-March 2, 1954—Allied Shoe 
Products and Style Exhibit for Fall and 
Winter 1954, Hotel Belmont Plaza, New 
York City. 


March 1-2, 1954—Showing of American 
Leathers for Fall and Winter 1954. Spon- 
sored by Tanners’ Council of America. 
Waldorf-Astoria, New York City. 


April 25-28, 1954—St. Louis Shoe Show, 
sponsored by St. Louis Shoe Manufacturers 
Association. Leading St. Louis hotels. 


May 2-6, 1954-—Popular Price Shoe Show 
of America, Sponsored by National Asso- 
ciation of Shoe Chain Stores and New 
England Shoe and Leather Association. 
Hotels New Yorker and McAlpin, New 
York City. 


May 10-11, 1954—Annual Spring Meet- 
ing of National Hide Association. Sheraton- 
Cadillac Hotel, Detroit, Mich. 


May 13-14, 1954—Annual Spring Meet 
ing of Tanners’ Council of America. Bed 
ford Springs Hotel, Bedford, Pa. 


June 7-10, 1954—-Annual Convention, 
American Leather Chemists Association. 
Bedford Springs Hotel, Bedford, Pa. 


Aug. 31-Sept. 1, 1954—-Showing of Amer- 
ican Leathers for Spring and Summer 1955. 
Sponsored by Tanners’ Council of America. 
Waldorf-Astoria, New York City. 


Oct. 24-27, 1954—National Shoe Fair. 
Sponsored by National Shoe Manufactur- 
ers and National Shoe Retailers Associa- 
tions. Palmer House and other Chicago 
hotels. 


Oct. 286-30, 1954—Annual Fall Meeting 
of Tanners’ Council of America. Edge- 
water Beach Hotel, Chicago. 


38 


Sirs: 
Stimulating Refutation 

Your editorial, “Faith: True Sym- 
bol Of Christmas,” pleased me very 
much. People grow to consider a 
deep religious tone to be discordant 
when coming from a magazine devoted 
to business and industry. Your edi- 
torial is a stimulating refutation of 
such a notion. 

Harry W. Madsen 

Western Leather Co. 
Salt Lake City 


Personnel Problem 
Sirs: 

Your recent editorial, ‘More Future 
In Mule-Skinning,” certainly is a good 
analysis of one of the difficulties in 
shoe business. I agree with you that 
the dignity of the retail shoe salesman 
needs to be raised. 

However, it is becoming increas- 
ingly difficult to attract the type of 
people who will inspire the customer 
to regard the shoe salesman as a sort of 
professional, Qualified people will not 
be attracted to an industry that asks 
them to work long hours. What con- 
cerns me is the trend of stores opening 
more evenings, More evening work 
will attract a less desirable personnel. 

John S. Ludwig 
Ludwig’s Shoe Stores 
Cincinnati 


Struck 
Sirs: 

I have been very much struck by 
the article, “Today’s Revolution In 
Weather And Shoes,” in your Decem- 
ber 19 issue, concerning the change in 
weather and its impact on the shoe 
industry. 

Lincoln W. Wolfson 
Buskens, Inc. 


Manchester, N. H. 


More Of Miss Hamilton 
Sirs: 

I thoroughly enjoyed reading Miss 
Sylvie Hamilton’s recent article, “Hid- 
den Gold In Untapped Markets.” It 
was a very well-written article and I 
would very much enjoy seeing more 
of Miss Hamilton’s articles in the 
future. 

Leo Jordan, 
Stylist 
Prima Footwear, Inc. 
Columbus, Ohio 


Voice From India 
Sirs: 
We here at the Central Leather Re- 
search Institute at Madras read 
LeaTHer ANp Snoers faithfully, for 
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Amalgamated Leather Co's., Inc. 36 
American Extract Co. 35 
Armour Leather Co. 25 
Armstrong Cork Co., Shoe Prods. Dept. 19 
Atlas Tack Corp. 33 
Avon Sole Company 2 


Beckwith Mfg. Co. 20 
Boston Machine Works Co. 13 


Campello Shank Co. 

Carr Leather Co. 

Cipo, Inc. 

Cosma Shoe Mchy. Div. of Pan Amer 
ican Trade Development Corp. 


Dyo Chemical Co. 
Eagle-Ottawa Leather Co. 
Gebhardt, A. L., Co. 


Hadley Bros.-Uhl Co. 
Huch Leather Co., The 


Independent Die & Supply Co. 
International Ticket Co. 


Korn Leather Co. 


Legallet Tanning Co. 

Los Angeles Tanning Co. 
Lynn Innersole Co. Back Cover 
Ohio Leather Co., The 25 
Ormond Mfg. Co. 27 


Pepperell Mfg. Co. 7 
Ross, A. H., & Sons Co. 26 


Tanexco, Inc. 30 
Tannade Co., The 29 
United Shoe Machinery Corp. . 3, 8 and 39 
White & Hodges, Inc. 35 
Wilner Wood Products Co. 24 
Winslow Bros. & Smith Co. 36 
Windram Mfg. Co. 27 
Wisconsin Leather Co. 24 





it keeps us posted with all the industry 
activities in the U. S. 

The Institute has a group of 25 
We are 
making fine progress toward our main 
objective: to make India’s leather in- 
dustry and research a figure in inter- 
national science. 

Through Uncle Sam’s good graces 
we have been able to send two of our 
Boys to the U. S., one for practical 
theoretical 


well- t rained research workers. 


training, the other for 
We hope to send two more 
this year. I remember fondly my own 
stay and training in the States. It has 
been a constant stimulant in my work 
here. 

We wish more of you could come 
and see us in this part of the world so 
that we could increase our mutual un- 
derstanding and help each other more. 


Dr. Y. Nayudamma 


Central Leather Research 
Institute 
Madras, India 


training. 
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The *15 R&L 


CUSTOM 
Steel Shank 


Here is the shank designed to provide maximum strength and 
rigidity ... an ideal shank for all types of men’s footwear, from 
the finest high-style men’s dress shoe to the rugged work shoe 
or field boot. 

The #15 KR & L Shank provides a single means of attaining two 
important characteristics of a finely constructed shoe — strength 
and fine bottom character. 

This new shank is available in various gauges and in lengths 
from 4)%," to 6)4¢”. Samples can be obtained through United 
branch offices. 


VITA-TEMPERED STEEL SHANKS y 


are tough, hard, uniform. Fit like master models. Clean, ready 
to use. Preserve balanced tread. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. 
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